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Birtral of K RABID MONROE FAN 


Once a girl gets her hands on a Monroe, just try and switch her to some other 


machine — you'll have a tough job on your hands. 
She has become convinced that Monroe simplicity and Monroe ‘Velvet Touch’ ease of operation, 
enable her to turn out more work and better work with a minimum of strain and fatigue. 
Simplicity and ease of operation are basic Monroe advantages in Monroe Calculators, 
Listing Machines, and Bookkeeping Machines. They are cutting figure costs in 
thousands of. banks by speeding the work and saving the workers. 
Every Monroe user has the. advantage of complete figuring and maintenance 
service through a Monroe-owned branch in every important city. 


Monroe Calculating Machine Company, Inc., Orange, New Jersey. 


ONROE 


MACHINES f BUSINESS 


CALCULATING * ADDING * ACCOUNTING MACHINES 





Give your bank’s checks the advantages of 


THE BEST KNOWN NAME IN PAPER 


When your customer has in his hands a check 
bearing the Hammermil Safety surface de- 
sign, he recognizes a name he knows well. 
He uses Hammermill papers in his business, 
for essential forms, for letterheads. He has 
seen them advertised for more than 30 years. 
The name itself—the “‘best known name in 
paper’’—means reliable service to him. 
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The Hammermill name is a plus value no 
other check paper can give you...a step 
in sound public relations. We’d like you to 
know Hammermill Safety paper better. 
A note on your bank letterhead will 
bring samples. Just address Safety 
Paper Division, Hammermill Paper 
Company, 1505 East Lake Road, Erie, Pa. 


























FIELD WAREHOUSING 


for 
Warehouse Receipt Loans 


Against Inventory 


FIELD WAREHOUSING...The increasing use of our Field _ 
Warehouse Service for Warehouse Receipt Loans against 
inventory... stored right on the borrower’s own premises 
... indicates that more and more bankers recognize it as the 
most complete and economical Field Warehouse Service 


available. 





OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. - 00 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bldg., Charlotte 2,N.C. * 120 So. LaSalle St., 

Chicago 3, Ill. +» Construction Bidg., Dallas 1, Texas +» National Bank Bidg., Detroit, Mich. 

Lemcke Bldg., Indianapolis, Ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Natl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. + Keystone Bidg., 

Pittsburgh 22, Pa. * 8th & Locust Sts., St. Poul 1, Minn. * 301 Spring St., Shreveport 69, La. 
Hills Bldg., Syracuse 2, N.Y. 





New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 
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Guaranty Trust Company of New York 


140 Broadway 


Fifth Ave. at 44th St. 
LONDON . 


Madison Ave. at 60th St. 
PARIS ° 


40 Rockefeller Plaza 
BRUSSELS 


Condensed Statement of Condition, June 30, 1947 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers 

U. S. Government Obligations . 
Loans and Bills Purchased . . 
Public Securities . « 
Stock of the Federal Reserve Bank 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

Receivable . . . 

Real Estate Bonds and Mortgages 


Bank Premises . ... - -~ 
Other Real Estate . ... . 


Total Resources . 


° $ 596,220,879.07 
1,406,053,590.09 
679,092,157.52 


121,775,159.81 
° ‘ 4,886,185.78 
° 135,002.72 


. $2,808,162,974.99 


LIABILITIES 


Capital 2. « «© @ « ° 


Surplus Fund .. . ° e 
Undivided Profits . . ° 


Total Capital Funds . . 
Deposits . . eo «4 
Treasurer’s Checks Outstanding . 


Total Deposits. . . . . 


Acceptances . . « 0 


Less: Own Acceptances ‘Held 
for Investment .... . 


$ 

Liability as Endorser on Accept- 
ances and Foreign Bills. . . 
Dividend Payable July 1, 1947 . 
Items in Transit with Foreign 
Branches (and Net Difference in 
Balances between Offices Due to Differ- 
ent Statement Date of Foreign Branches) 
Accounts Payable, Reserve for 
Expenses, Taxes, ete. . . . 


Total Liabilities . 


-$ 100,000,000.00 


200,000,000.00 


- $ 358,124,196.08 


. $2,382, 683, 139. 73 
____ 35,022,921.66 


+ « « « « 2,417,706,061.39 
10,459,242.00 
6,678,433.23 


3,780,808.77 


328,334.00 
3,000,000.00 


278,650.17 


24,944,924.58 


32,332,717.52 
+ $2,808,162,974.99 


Securities carried at $95,316,723.33 are pledged to qualify for fiduciary powers, to secure 


public moneys as required by law, 


and for other purposes. This Statement includes the 


resources and liabilities of the English, French, and Belgian Branches as of June 26, 1947. 


J. LUTHER CLEVELAND 
Chairman of the Board 


W. PALEN CONWAY 
Chairman of the Executive Committee 


WILLIAM L. KLEITZ 
President 


DIRECTORS 


GEORGE G. ALLEN Director, British- 
American Tobacco Company, Limited, 

and President, Duke Power Company 

WILLIAM B. BELL President, American 
Cyanamid Company 

F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 

J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY Chairman of the 
Executive Committee 

CHARLES P. COOPER Executive Vice-President, 
American Telephone and Telegraph Company 
WINTHROP M. CRANE, JR. President, 
Crane & Co., Inc., Dalton, Mass. 

STUART M. CROCKER President, 
Columbia Gas & Electric Corporation 

JOHN W. DAVIS of Davis Polk Wardwell 
Sunderland & Kiendl 

CHARLES E. DUNLAP President, 
Beewind-White Coal Mining Company 

GANO DUNN President, The J. G. 
White Engineering Corporation 

WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 


LEWIS GAWTRY 
JOHN A. HARTFORD President, The Great 
Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the 
Board, Anaconda Copper Mining Company 
MORRIS W. KELLOGG Chairman of the 
Board, The M. W. Kellogg Company 
WILLIAM L. KLEITZ 
CHARLES S. MUNSON President, Air 
Reduction Company, Inc. 

WILLIAM C. POTTER 
GEORGE E. ROOSEVELT 
EUGENE W. STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 
ROBERT T. STEVENS Chairman of the Board, 
J. P. Stevens & Company, Inc. 
THOMAS J. WATSON President, 
International Business Machines Corporation 
CHARLES E. WILSON 


President 


Retired 
of Roosevelt & Son 


President, General 
Electric Company 
ROBERT W. WOODRUFF Chairman, 

Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Cor poration 








THE NATIONAL CITY BANK 


OF NEW YORK 


1812 — 135th ANNIVERSARY — 1947 


Head Office 55 WALL STREET 


g 
ar 
a. 
AAS 


New York 


% Condensed Statement of Condition as of June 30, 1947 


Including Domestic and Foreign Branches Bat Not Including The 


( In Dollars Oniy— Cents Omitted ) 


ASSETS 


Cash and Due from Banks... 

United States Government Obligations (Direct 
or Fully Guaranteed) 

Obligations of Other Federal Agencies........ 

State and Municipal Securities....... 

Roun ID fv Pe ho dea ca cae exe 

Loans, Discounts, and Bankers’ Acceptances. . . 

Real Estate Loans and Securities............ 

Customers’ Liability for Acceptances......... 

Stock in Federal Reserve Bank............. 

Ownership of International Banking Corpora- 


$1,301,215,569 


2,154,497,314 
25,678,216 
217,046,678 
93,843,901 
1,181,679,629 
3,096,927 
13,366,224 
6,900,000 


7,000,000 
28,898,069 
7,528,414 
3,494,982 


$5,044,245,923 





$4,720,475,216 
(Includes United States War 


Loan Deposit $22,664,132) 
Liability on Acceptances and Bills. .$27,065,226 
Less: Own Acceptances in Port- 
11,711,035 


15,354,191 


Reserves for: 
Unearned Discount and Other Unearned 
Income 4,695,686 
Interest, Taxes, Other Accrued Expenses, etc. 33,034,529 
J SE eae rat i ae (a eee Ln os 4,650,000 
era . .$77,500,000 
eC rT reer 
Undivided Profits................ 36,036,301 


266,036,301 


$5,044,245,923 


Figures of Foreign Branches are included as of June 25, 1947, except 
those of the Dairen Branch which are prior to the outbreak of the War, 
but less reserves. 


$266,372,976 of United States Government Obligations and’ $2,588,219 of 


other assets are deposited to secure $218,225,035 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliated City Bank Farmers Trust Company 
<_< 


DIRECTORS 


GORDON S. RENTSCHLER 
Chairman of the Board 


W. RANDOLPH BURGESS 
Vice-Chairman of the Board 


WM. GAGE BRADY, JR. 
President 


SOSTHENES BEHN 
President, International Tele- 
phone and Telegraph Corporation 


CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


GUY CARY 
Shearman & Sterling & Wright 


EDWARD A. DEEDS 


Chairman of the Board, The 
National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dedge 
Corporation 


A. P. GIANNINI 
Founder-Chairman, Bank 
of America National Trust 
and Savings Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 


Chairman of the Board, 
Corning Glass Works 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 


GERARD SWOPE 
Honorary President, General 


Electric Company 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 
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CONCERNED ABOUT EMPLOYEE RELATIONS?... 


Gio PERSONNEL RELATIONS must always be on a firm 
foundation of good understanding. Yet it’s surprising how 
often employees are unaware of the privileges, security, 
and benefits that accrue to them through their employ- 
ment. 

Knowing this, we recently revised our “institutional” 
booklet, bringing a new approach to an old idea. It deals 
with The Todd Company wholly from the employee's 
point of view—his aspirations, prospects, privileges, and 
future. 

This booklet contains ideas and suggestions that may 
prove helpful to you if you're considering a similar pub- 
lication. 

We'll be happy to send you a copy—along with any 
of the other booklets listed below which we've produced 
from time to time in a desire to be of help to banks in 
their public-relations problems. 


BM-8- 
THE TODD COMPANY, Inc., Rochester 3, New York airs 


Please send me a copy of your new booklet “My Association With the 
Todd Company.” I would also like a copy of: 

“Better Bank Letters” 

“No-Minimum-Balance Checking Accounts” 

“More Ways To Make Friends For A Bank” 

“Negotiable Instruments” 

TITLE 
ROCHESTER , NEW YORK 

SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD = ae 
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CONTINENTAL ILLINOIS 


NATIONAL BANK 
AND [RUST COMPANY 


OF CHICAGO 





Statement of Condition, June 30, 1947 


RESOURCES 
Cash and Due from Banks $ 571,561,779.50 
United States Government Obligations 1,316,616,021.75 
Other Bonds and Securities 47,591,813.68 
Loans and Discounts 417,745, 166.60 
Stock in Federal Reserve Bank 3,600,000.00 
Customers’ Liability on Acceptances 651,663.59 
Income Accrued but Not Collected 6, 154,480.58 
Banking House 10,350,000.00 


$2,374,270,925.70 


Deposits $2,185,408,381.53 
Acceptances 651,663.59 
Reserve for Taxes, Interest, and Expenses 10,747 ,382.79 
Reserve for Contingencies 18,110,503.23 
Income Collected but Not Earned 298,930.42 
Capital Stock ~ 60,000,000.00 
Surplus 60,000,000.00 
Undivided Profits 39,054,064. 14 


$2,374,270,925.70 





United States Government obligations and other securities carried at 
$339,701,900.08 are pledged to secure public and trust deposits and for 
other purposes as required or permitted by law 








Member Federal Deposit Insurance Corporation 
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A cure for many 


CONSUMER CREDIT 


“Growing Pains” 


AMERICAN TRUST COMPANY 


San Francisco 


Because prescheduling with Kardex 
Visible Record Control provides the 
utmost efficiency as to posting, prov- 
ing and other operations, this was 
the system adopted when the Amer- 
ican Trust Company decided to 
standardize the method of install- 
ment loan accounting in its 64 offices. 
Filing of the cards according to 
coded account numbers in Kardex 
results in maximum reference speed. 
A glance at the visible margins, a 
flip of the finger and payments are 
“posted” by date-stamping. 

On these same visible margins, 
Kardex Graph-A-Matic signal con- 
trol furnishes unmistakable evidence 
of delinquency. No secondary file is 
needed for follow-up. For cross refer- 
ence to account numbers, a Kardex 
Visible Index of names stands within 
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1 Shows low operating cost 


2 Provides visible delinquency control 


3 Saves vault space 


easy reach. The Kardex cabinets 
themselves give certified fire protec- 
tion for the records, saving valuable 
vault storage and the daily labor of 
moving records to and from the 
point of use. 

“Our ‘growing pains’ are over,” 
says Kenneth D. McEwing, Assist- 
ant Cashier. “An analysis indicates 
that one bookkeeper can take care of 


SYSTEMS DIVISION 


approximately 5000 accounts, in- 
cluding the handling of routine de- 
linquency notices. This high effi- 
ciency is of course translated into 
low operating cost.” 


FULL DETAILS of the advantages 
resulting from this method are re- 
ported by Mr. McEwing in Systems 
Narrator No. 607. Ask our nearest 
Branch Office for a copy, or write us. 


Remingion Rand 


315 Fourth Avenue, New York 10, N. Y. 
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The ad vertisement re 


: produced b 
in New York City 7 amas 


; peared recentl 
Metropolitan News Papers, F j 


ON E-Y...at work for you... 


BANK STATEMENT is a special kind of mirror. In it 
you can see reflected the business and private life of 
your community. 


You can see people turning to the bank for backing in 
business opportunities...for help in building homes... 
for aid when sickness comes. You _=3 
can see men and women bringing 
hard-earned dollars to the bank 
for safe keeping. 





Then there are other things you 

° can see, too. How the bank buys 
bonds and thereby helps finance 
the operations of the Federal Gov- 
ernment, the State, the City! How 
the bank pays taxes! How the 








CONDENSED STATEMENT OF CONDITION 
as at close of business June 30, 1947 


RESOURCES 
Cash and Due from Banks 
U. S. Government Securities 
U. S. Government Insured F. H. A. Mortgages. 
State and Municipal Bonds : 
Stock of Federal Reserve Bank 
Other Securities 
Loans, Bills Purchased and Bankers’ Acceptances 
Mortgages . 
Banking Houses ; 
Other Real Estate Equities : 
Customers’ Liability for Acce tances ; 
Accrued Interest and Other planes - ‘ 


LIABILITIES 
Capital 


Undivided Profits , 


Reserve for Contingencies 


Reserves for Taxes, Unearned Discount, Interest, etc. . 


Dividend Payable July 1, 1947 
Outstanding Acceptances . 


Liability as Endorser on Acceptances and Foreign Bills. 


NS ec eRe oe oe: oo eee 


United States Government and other securities carried at $38,690,694.95 are pledged 
to secure U. S. Government War Loan Deposits of $10,635,413.73 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 





. $ 536,619,548.88 


ahh th ate, ge he. $41,250,000.00 
Surplus . . oe ee 41,250,000.00 
di 38,798,074.65 


bank helps make it possible for industry to produce the 
goods you want and need! How the bank joins hands 
with other banks all over the world so that people in 
different towns, different states, and different nations 
can trade with one another! 


In the statement below, you see 
reflected the story of our bank 
and our more than 1,000,000 
customers. It is a picture of 
money at work for depositors, 
borrowers, and the community 
as'a whole. It is the pict ure of a 
robust, thriving service insti- 
tution ready to serve you at all 
times whether your needs be 
great or small. 


W/, ° 


PRESIDENT 





DIRECTORS 


EDWIN M. ALLEN 
New York City 

EDWIN J. BEINECKE 
Chairman, The Sperry & 
Hutchinson Co. 

EDGAR S. BLOOM 
Chairman, Atlantic, Gulf and 
West Indies Steamship Lines 

ALVIN G. BRUSH 
Chairman, American Home 


9 a " Products Corporation 
32,537,853.19 LOU R. CRANDALL 


Foye ec Geerge A. Fuller 
oa, ~fO2. company 
450,415,149.03 CHARLES A. DANA 
9 resident, na Corporation 
Pag oe an C. wpe oy - 
060. 100-73 ice-Chairman of the r 


JOHN M. FRANKLIN 
5,048,547.08 President, United States Lines Co. 
7,320,901 .86 


1,175,263,724.35 
3,370,433.23 


PAOLINO GERLI 
President, Gerli & Co., Inc. 
HARVEY D. GIBSON 
President 
FREDERICK GRETSCH 
President, Lincoln Savings Bank 
JOHN L. JOHNSTON 
President, Lambert Company 
OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 
KENNETH F. MacLELLAN 
President, United Biscuit 
Company of America 
SAMUEL McROBERTS 
Chairman, McRoberts & 
Tegtmeyer, Inc. 
JOHN T. MADDEN 
President, Emigrant Industrial 
Savings Bank 
JOHN P. MAGUIRE 
President, John P. Maguire & Co., Inc. 
C. R. PALMER 


2,259,911,590.21 


$ 121,298,074.65 


9,837,867.75 
8,124,818.56 
1,237,500.00 
6,243,971.68 
166,664.00 
2,113,002,693.57 


$2,259,911,590.21 


GEORGE J. PATTERSON 
President, Scranton & 
Lehigh Coal Co. 

HAROLD C. RICHARD 
New York City 

HAROLD V. SMITH 

President, Home Insurance Co. 

ERNEST STAUFFEN 
Chairman, Trust Committee 

GUY W. VAUGHAN 





President, Cluett Peabody & Co., Inc. 


Manufacturers Trust Company cfeicac~ 


Head Office: 55 Broad Street, New York 15, N. Y. auady c. VON ELM 
75 COMPLETE BANKING OFFICES IN GREATER NEW YORK 


Chairman of the Board 
ALBERT N. WILLIAMS 
Member Federal Deposit Insurance Corporation 


President, Westinghouse 
Air Brake Company 
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Most Widely Known- 
Most Readily Accepted 


" 
eee Last month ny 


Purchased $, oate and 


000 worth 


Asovs is an excerpt from a letter we re- 
ceived recently. If you were to glance 
through our correspondence files you'd 
find many unasked-for statements substan- 
tially like it. 


It’s one of many good reasons why we 
can say American Express Travelers 
Cheques are the “most widely known, 
most readily accepted” travel funds. 


When you recommend American Ex- 
press Travelers Cheques you can be confi- 
dent that clients will be able to use them 
when they want to—whether in Nome or 


AMERICA, 
| Expnes® | 


... One of Many Services of 
American Express, Headquar- 
ters for World-Wide Travel 
Service. 


most widely 


August, 1947 


AMERICAN Exp 


I took a 
of Ameri =e South, and 7 


Can Express Travelers Cheques 


about getting cash 


Ons and did 
ities. = 


reservati 
larger Cc 


Rome, in Cairo, Ill. or Cairo, Egypt. 


You can be confident that they will up- 
hold the bank’s reputation for the best 
possible service. 


Newspaper mats, counter cards, blotters 
and literature are now available to assist 
the profitable promotion of your Travelers 
Cheque business. 

Write W. H. Stetser, Vice President, 
American Express Company, 65 Broad- 
way, New York 6, N. Y. for folder illus- 
trating this material, and for any further 
information you may want. 


Protect Your TS CT 


RESS 


Is ¢ hh CEYyUes 


k a 
nown — most readily accepted 


Travelo 





‘cea cs oe 
THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
STATEMENT OF CONDITION, JUNE 30, 1947 


RESOURCES 


Cash and Due from Banks . ... . . ©. « $1,113,745,115.62 
U. S. Government Obligations. . . S tk ong 2,168,562,691.23 
State and Municipal Securities. . . . . . . 90,286,043.16 
Other Securities . . ce tae & 167,465,578.51 
Loans, Discounts and Satdaiidt  eceaagainies i aa 1,203,007,457.14 
Accrued Interest Receivable . ... . 10,326,383.08 
Mortgages . . .-e a © 11,238,282.40 
Customers’ pennies Liability a ae ae 7,128,284.71 
Stock of Federal Reserve Bank. . ... . 7,950,000.00 
Banking Houses . . . ». «© © © «© « « 31,848,639.55 
eer Geese «6 klk lk 2,718,654.85 


$4, 814, aT7; 130.25 








LIABILITIES 


Capital Funds: 
Capital Stock. . . - $111,000,000.00 
Surplus . . . . . . « 154,000,000.00 
Undivided Profits . . ‘ 52,316,584.36 
—  S 317,316,584.36 


Dividend Payable August 11,1947 .... . 2,960,000.00 
Reserve for Contingencies . . . .« « « « «+ 16,448,721.84 
Reserve for Taxes, Interest, etc. . . . « « -« 12,291,312.47 


Deposits. . . o ee ee 6 el 6el| O45,001,221.95 
Acceptances Outstanding - + $ 10,936,699.47 


Less Amount in Portfolio. . 3,192,082.49 7,744,616.98 
Liability as Endorser on Acceptances 

and Foreign Bills . . . . . « « « «@ 1,361,007.39 
Other Liabilities. ° ° 11,073,665.86 


$4,814,277,130.25 


United States Government and other securities carried at $312,669,070.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


Five Customer Responsibilities 


On Stop Payment Orders 


There’s a law in Louisiana which limits a bank’s responsibility to 90 
days on a stop payment order unless it is renewed in writing. This 
bank gives every customer a copy of that law when he gives a stop 
payment order. It does some other things to make sure that he 
understands what can happen after a stop payment order is issued. 


E have the issuance of all stop 

payments centralized in one 
department and from there we send 
out the Stop Payment Order (re- 
produced herewith). Copies of this 
are given to the tellers and book- 
keepers and other handlers of 
checks. 

The tellers keep these slips in a 
file in alphabetical order, but the 
bookkeepers make entries on a 
large red sheet (one for each cus- 
tomer) labeled “Stop Payment No- 
tice Record.” This serves as a flag 
against any items which may be 
presented to them for payment. 

This red sheet is placed in front 
of the customer’s account ledger 
sheet and is the same size as the 
ledger sheet. Of course, it is pos- 
sible that these may get out-of- 
order, but we have not found it 
desirable to use forms which are 
attached directly to a ledger card. 
They slow down the bookkeeper 
more than these ledger-size cards. 

The stop payment order which 
the customer signs, as well as the 
acknowledgment form, are most 
important because we refer thereon 
to the state law which limits the 
time stop payments shall be en- 
forced to 90 days. We definitely 
have found this of value because 
the stop payment notice is kept on 
file only 90 days unless renewed. 

It places the responsibility to re- 
new the order on the customer and, 
in most cases, no renewal is filed 


By G. J. RUHLMAN 


Assistant Vice President, 
The Hibernia National Bank 
New Orleans, La. 


you have just read, and which was 
supplied by Mr. Ruhlman, it is im- 
portant to study the wording of the 
stop order which the customer 
sings. It is worded as in form below. 

You will note that the customer 
agrees to hold the bank harmless 
for the amount of the check to- 
gether with all expenses and costs, 
including attorney’s fees incurred 
by the bank on account of its re- 
fusing payment of the check on 
which the stop payment order was 
issued. 


THE HIBERNIA NATIONAL BANK 
IN NEW ORLEANS 


Obviously, this phrase has a 
tendency to cause the customer to 
stop and consider the possibilities 
of dispute with the person to whom 
he gave the check and also, to con- 
sider the possibility of that person 
suing the bank because it refused 
to pay the check. Such facts are 
quite likely to cause the customer 
to not order payment stopped just 
because he is having a dispute with 
the payee. 

Most banks find that stop pay- 
ment orders given because of a 
dispute are the greatest irritation 
to the bank. Most officers feel that 
the bank should not be used to 
settle an argument between buyer 
and seller. 


Please STOP PAYMENT on check drawn on you by the undersigned, 


and the undersigned hereby agrees to hold you harmless for said amount 
together with all expenses and costs, including Attorney’s fees, if any, incurred 
by you on account of your refusing payment of said check; and agrees further 
not to hold you liable on account of payment contrary to this request, if same 
occur through inadvertence or accident only. 

If I do not renew this notice in writing within ninety (90) days, in accord- 
ance with Act No. 76 of the Louisiana Legislature of 1924, you are authorized 
to pay the said original check, even if I should, in the meantime have issued 


a duplicate. 


I have issued a duplicate, payment of which is authorized. 


and the bank is limited as to the 
time for which it is liable. 

In order, fully to appreciate the 
value of the system used by the 
Hibernia Bank, the outline of which 
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The large record is placed in front of the ledger sheet, the smaller one is the 


order sent to all tellers. 


The customer agrees further to 
not hold the bank liable on account 
of payment contrary to his request 
if such payment is made through 
inadvertence or accident. This 
phrase leaves the bank responsible 
only for paying a check, on which 
payment has been stopped, as a de- 
liberate action of an officer or em- 
ployee who knows that the check 
should not be paid. 


Obviously, it is seldom that a 
check is paid in this way. Also, it 
would be extremely difficult for a 
customer to prove that the bank 
paid a stopped check deliberately 
and with a full knowledge of what 
was being done. 


The customer is clearly informed 
of his responsibility for renewing 
the stop payment order because the 
next phrase in the agreement 
states: “If I do not renew this no- 
tice, in writing within 90 days, you 
are authorized to pay the said orig- 
inal check, even if I should, in the 
meantime, have issued a duplicate. 
Here again, the bank is relieved of 
considerable liability and at the 
same time, the customer is discour- 
aged from ordering a stop pay- 


ment, unless it is extremely im-. 


portant. 


This also warns him of the dan- 
ger of issuing a duplicate check. 
The point is: if another check 
must be issued, it should be a check 
with another number and another 
date so that there can be no con- 
fusion between the two. It is un- 
wise for the customer to issue a 
check and later duplicate it. The 
best way is to issue a new check 
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with a new date and number, so 
that the new check will not be con- 
fused with the one on which pay- 
ment has been stopped. 

You will note, that the Hibernia’s 
plan is to send a stop payment 
order to each of its tellers, to the 
bookkeeper, to the general book- 
keeper, and to the auditing depart- 
ment. The original stop payment 
order, signed by the customer, is 
held in the department which 
handles all stop payments. 

In addition to having stop pay- 
ment orders, in writing, the bank 
either mails or hands to the cus- 
tomer an acknowledgment which 
reads as follows: 

We acknowledge receipt of your 
requests of 


our attention. 


In this connection, we enclose 
forms which we would thank you 
to kindly sign and return to us for 
the completion of our files. 

We call your attention to Act No. 
76 of the Louisiana Legislature of 
1924, printed on the reverse here- 
of, which provides that stop pay- 
ment shall remain in effect for 
ninety (90) days only, unless the 
same is renewed in writing from 
time to time as provided in the Act. 

Yours very truly, 

This informs the customer in 

writing that the action of the bank 


The Customer's 
Responsibilities On Stop 
Payments In This Bank 


1. He must sign a printed stop- 
payment order. 

2. He must indemnify the 
bank against loss, court costs, 
and attorney's fees arising from 
a suit brought against the bank 
by a payee because of the bank 
refusing to pay a check on which 


payment was stopped. 

3. He must agree not to hold 
the bank liable on account of 
payment of a check through in- 
advertence or accident. 

4. He must renew a stop pay- 
ment every 90 days in writing 
in order to keep it effective. 

5. He must notify the bank if 
he issues a duplicate check. 


is according to Louisiana law. It 
also emphasizes the necessity of his 
renewing the stop payment order 
within 90 days and in writing if he 
still wants the bank to watch for 
his lost check. 

Perhaps still more important, is 
the fact that, on the reverse of the 
form is printed the Louisiana law 
referring to stop payments. That 
is as follows: 

Fixing limitations on revocations, 
countermands of payments and stop: pay- 
ment orders relating to the payment of 
any check or draft against bank accounts. 

Section 1. Be it enacted by the Legis- 
lature of Louisiana, that no revocation, 
countermand or stop payment orders, re- 
lating to the payment of any check or 
draft against an account of a depositor 
in any Bank or Trust Company doing 
business in this State, shall remain in 
effect for more than ninety (90) days after 
the service thereof on the Bank, unless 
the same be renewed, which renewals 
shall be in writing, and which renewals 
shall be in effect for not more than ninety 
(90) days from the date of service there- 
of, on the Bank or Trust Company, but 
such renewals may be made from time 
to time. 


It is important to note that Mr. 
Ruhlman mentioned that the stop 
payment card that goes into the 
ledger tray is the same size as the 
ledger sheet. This makes it un- 
necessary to clip it to the ledger 
sheet and remove it when the ledg- 
er sheet is placed in the posting 
machine. It is true that a quantity 
of these in the ledger tray would 
take up some room, but when these 
trays seem to be too full, that is a 
warning that all stop payment 
sheets should be examined to see 
if some could be eliminated, be- 
cause of the expiration of the nine- 
ty days. 
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Training And Improved Techniques 


Result From Supervisory Conferences 


Here are practical ideas for conducting conferences of supervisors 


taken from the experience of a man who has trained many people 


HE training conference has de- 

veloped as a systematic and 
logical method of jointly analyzing 
the work of the group in an infor- 
mal and spontaneous manner. It 
usually results in standard practice 
outlines on a variety of subjects. 

Each training conference is, of 
course, set up with a definite pur- 
pose in mind. It must have a defi- 
nite aim of imparting certain 
knowledge or explaining certain 
principles and policies to the mem- 
bers of the group in such a way that 
all misunderstandings are elimi- 
nated and all members of the group 
are clear in their own minds as to 
just how the policies or facts affect 
them. 

The conference procedure for su- 
pervisor training is effective for the 
following reasons: 

1. It pools facts and suggestions 
from the experiences of several 
persons. 

2. It stimulates an individual’s 
desire to listen, think, and talk 
about his work. 

3. It develops better understand- 
ing between supervisors, manage- 
ment, and employees. 

4. It provides an effective means 
for interpreting, understanding, 
and applying policies. 

5. It secures better teamwork 
through modifying viewpoints and 
lessening misunderstandings. 

6. It aids individual members in 
analyzing their jobs, and in dis- 
covering more effective ways of do- 
ing them. 

7. It stimulates respect for the 
points of view of others and will 
result in improved plant morale. 

8. It stimulates willingness to ac- 
cept and to put into practice group 
conclusions. 

It might appear at first glance 
that it would be almost impossible 
for the conference leader to pre- 
dict the course of the discussion 
which is about to take place. Within 
reasonable limits, however, he may 
explore the possibilities of the dis- 
cussion and prepare for them. 
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by this procedure. 


By Edmund Mottershead 


Dean, The American Institute of Human Relations 
Chicago, Illinois 
Author of the new Dartnell Series 
On Public Speaking 


He should have, for example, a 
thorough understanding of his 
people and should know to which 
motive and emotion he can appeal 
in order to extract sympathetic re- 
sponse and congenial discussion 
from the group. Inasmuch as the 
training session has a definite pur- 
pose, the conference leader must 








Eight Benefits To Be Expected 
From A Supervisory 
Conference 


1. It pools facts and sugges- 
tions from the experiences of 
several persons. 


2. It stimulates an individual's 
desire to listen, think, and talk 
about his work. 


3. It develops better under- 
standing between supervisors, 
management, and employees. 


4. It provides an effective 
means for interpreting, under- 
standing, and applying policies. 


5. It secures better teamwork 
through modifying viewpoints 
and lessening misunderstand- 
ings. 

6. It aids individual members 
in analyzing their jobs, and in 
discovering more effective ways 
of doing them. 


7. It stimulates respect for the 
points of view of others and will 
result in improved plant morale. 


8. It stimulates willingness to 
accept and to put into practice 
group conclusions. 


attempt to anticipate as many of 
the possible responses to his leading 
questions as he can and plan ways 
in which he can use these responses 
to clarify the objective of the train- 
ing session. 


A Written Plan For The Conference 


In preparing a written plan for 
an educational conference, the 
chairman or conference leader 
needs to record the following: 

A. A written statement of the 
objective or purpose of the confer- 
ence. 

B. Some brief notes as to the 
specific motivation to which he can 
appeal in order to stimulate activity 
and discussion in the group. Some 
of these motivations will be: 

1. The curiosity of the individ- 
uals in the group; 

2. Their personal friendship 
for the conference leader; 

3. Their confidence in the 
leader; 

4. Their own self-respect; 

. Their desire to make the 
work in their department 
easier; 

6. Loyalty; 
7. Desire for praise; 

8. Ambition; 

9 

0 


ou 


. Interdepartmental rivalry; 
. A sense of responsibility. 


C. A list of the materials and 
physical appurtenances of the 
room; blackboard, easel, chalk, 
eraser, scratch pads, cards, pencils, 
stenographer or secretary, adequate 
lighting, water supply, ashtrays, 
and other conveniences or neces- 
sary tools. 

D. The chairman’s opening re- 
marks. In the actual operation of 
the conference, all members of the 
group speak, adding their share to 
the general body of ideas and facts. 
There is a free give and take of 
discussion with questions and an- 
swers, information and comments 
being continuous throughout the 
entire meeting. 


— 
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In the actual operation of the confer- 
ence, all members of the group speak, 
adding their share to the general body 
of ideas and facts. There is a free give 
and take of discussion with questions 
and answers, information and com- 
ments being continuous throughout the 
entire meeting. 


However, the chairman intro- 
duces the topic of the meeting and 
opens the discussions. Consequent- 
ly, it is necessary for the chairman 
to prepare his opening remarks 
rather carefully in order that the 
topic may be keynoted correctly. 

E. Follow-up questions. Similar- 
ly, the chairman continues to ask 
questions during discussion in order 
to stimulate thought on the ques- 
tion and draw out information from 
the members. Consequently, it is a 
good plan for the chairman to pre- 
pare in advance a number of fol- 
low-up questions more or less in the 
order in which he plans to use them 
to keep the ball rolling in the 
meeting. 

F. In eliciting facts and informa- 
tion from his group, the chairman 
needs to have planned in advance 
the best methods of analyzing the 
facts. It may be ways-and-means 
analysis, cause-and-effect analysis 
or some other type. He will pre- 
pare his own direct statements, and 
plan ways to distribute discussion. 


G. Within reasonable limits, the 
chairman or conference leader 
should prepare the summary which 
he plans to make the end of the 
conference. At the time he prepares 
this summary, it is usually little 
more than a restatement of the 
objective of the conference. How- 
ever, when he actually summarizes 
the results of the conference, he 
points out in detail how the various 
facts and ideas brought out in the 
discussion lead the group to arrive 
at the final conclusion. 
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Order Of Procedure 

In actually conducting the con- 
ference, the normal order of events 
followed by the chairman would be 
more or less as follows: 

1. The leader states the subject 
of the conference clearly and con- 
cisely. 

2. He makes such introductory 
remarks about the subject as will 
open up the aspect which it was 
intended to discuss. He might ex- 
plain the subject briefly and out- 
line the scope of items to be con- 
sidered. 

3. The problem of defining terms 
so that each member of the group 
knows exactly what he is talking 
about is the next logical element 
on the program. Rather than hav- 
ing the chairman impose a certain 
definition upon the group, it is bet- 
ter for him to draw out a definition 
of the subject and of the terms to 
be used in discussing it, from the 
members of the group. He will get 
these definitions at each step to be 
sure that all agree just what the 
terms mean for future use in the 
discussion. 

4. The chairman will get discus- 
sion under way by developing a 
body of factual information, opin- 
ions, and experiences from the 
members, either their own experi- 
ence or the experience of others. 
The presentation of factual infor- 
mation or cases by the chairman 
may be effective at the outset of 
the discussion as a means of stimu- 
lating some thought. However, this 
is primarily of stimulative rather 
than conclusive value, and where- 
ever possible, the entire burden of 
facts and ideas should be upon the 
members of the group. 

5. There are various methods of 
analyzing the information contrib- 
uted by the members. These in- 
clude: 

A pro-and-con analysis which de- 
velops the advantages and disad- 
vantages of a given procedure to- 
gether with any suggested remedies 
or improvements. 

Cause-and-effect analysis which 
points out the occurrence or symp- 
tom (the cause). The effect or result 
of the situation, indicates who was 
responsible for allowing this situ- 
ation to continue, and suggests 
remedies. 

A ways-and-means analysis of 
developing a solution for a current 
problem or of evolving standard 
practice in line with the ultimate 
objective of this conference. 

A factor-comparison method in 
which factors of similarity and dif- 
ference are brought out. 


The evaluation of the facts selected is 
commonly done by listing them in an 
order of importance and this offers a 
further opportunity for discussion in ar- 
riving at a group decision as to the 
relative importance of varied factors in 
a situation. 


A responsibility or line-of-author- 
ity analysis. 

A qualifications or requirements 
analysis. 

All of this material is drawn from 
the experience of the group. Bear 
in mind that, at this point, the 
group leader should begin to dis- 
tribute discussion by encouraging 
the more silent members to talk 
and by holding down the more 
talkative participants. 

6. The next normal step is the 
selection of the facts and data to be 
used by the group in reaching a 
decision or conclusion. The bulk of 
the responsibility for selecting these 
facts rests upon the chairman. Ac- 
tually, in the case of the chairman 
who conducts a meeting with a 
predetermined purpose, this is the 
stage in the discussion where he 
can select those facts and opinions 
which will eventually support his 
desired idea. If the group is using 
a secretary, it is her responsibility 
to see that she records the correct 
information. It is at this point of 
selection that the blackboard or 
easel comes into the greatest use. 

7. The evaluation of the facts 
selected is commonly done by list- 
ing them in an order of importance 
and offers a further opportunity for 
discussion in arriving at a group 
decision as to the relative impor- 
tance of various factors in a situ- 
ation. 

8. Even though there is no group 
decision in a sense that, as a body, 
they vote to act in a certain way, 
nevertheless, the group does in most 
training conferences decide as to 
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the best general policy to adopt on 
the subject under discussion. 

It must be remembered that the 
primary purpose in this conference 
is educational, to develop mutual 
understanding. 

It must further be remembered 
that, to a very large extent, ques- 
tions and problems proposed as 
subjects for training are hypothet- 
ical; that is, they are not specific 
problems of immediate manage- 
ment policy or practice. Rather, 
they are the more general topics 
of long-run thinking and procedure 
which may be discussed by the 
members of the group drawing 
upon their life’s experiences rather 
than thinking in terms of today’s 
problems in their department. 

9. At the end of the training con- 
ference, the chairman usually sum- 
marizes what has happened and 
clarifies the entire subject in the 
minds of the group. Such a final 
summary should review briefly the 
purpose of the meeting, restate the 
subject, highlight the discussion 
which took place, and point out 
how the final conclusion will fill the 
purpose previously set for the con- 
ference, 


10. The primary values of such 
a training conference are those of 
stimulating greater personal alert- 
ness among the members of the 
group, making them more conscious 
of the problem they discussed and 
developing among them greater 
mutual friendship and understand- 
ing. 

In conducting a training confer- 
ence, there are few rules of pro- 
cedure required. 


It should be understood that the 
members will talk one man at a 
time. 


It should be understood that they 
will be reasonably brief in their 
comments, and that they will con- 
trol any sign of temper or undue 
emotion. 

It should also be understood that 
the chairman is impartial and is 
acting rather as a servant of the 
group than as a dictator. 


The segregation of “inactive” ac- 
counts saves handling time and 
affords better control of them from 
the standpoint of protection. Indi- 
vidual bookkeeper’s work loads 
should be studied to insure reason- 
able allocations of the work. Con- 
sider the number of ledger control 
units formed, for the convenience 
of proof and the minimum of check- 
ing time; also install proper index- 
ing of accounts to speed up finding. 
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We Prefer Farmers’ Notes 
Without Recourse To The Dealer 


Few dealers have a statement that justifies their 
indorsement on all farmers’ notes discounted. 
Furthermore, the bank does a better lending 
job when it knows the paying ability of every 


borrower first hand. 


By FRED L. O’HAIR 


President, Central National Bank 
Greencastle, Indiana 


E do a considerable amount of 

floor plan financing for farm 
implement dealers under trust re- 
ceipts. This is an entirely different 
type of arrangement than the usual 
term loan for capital purposes, 
some of which are made in con- 
junction with trust receipt finan- 
cing to the same dealers. 

One of the principal reasons for 
banks interesting themselves in 
floor planning for dealers is the 
opportunity thereby presented for 
obtaining retail paper. 

We prefer to have paper on a 
“without recourse” basis, primarily 
due to the fact that we do not favor 
the partnership with the dealer 
which is involved with recourse en- 
dorsement. 

We learned long ago that, when 
the dealer is endorser on the paper, 
we are almost obliged to extend 
him the courtesy of considering his 
views as to how to handle the bor- 
rower and this automatically de- 
lays collections and, in most cases 
where it is necessary to call on him 
for endorsement, we find that he is 


dissatisfied. Consequently, we pre- 
fer to take the credit on its own 
merit, making our own investiga- 
tions and our own collections. 

This is expensive, but it suits us 
better than relying upon the deal- 
ers to do our job. I might say, 
however, that this “without re- 
course” preference applies only to 
paper on new equipment. In taking 
paper on used equipment, which is 
always necessary under normal 
conditions, we have a repurchase 
agreement which permits us to 
keep our own inside practices uni- 
form. 

Dealers who have not been 
obliged to take up endorsed paper 
do not fully realize the extent of 
their contingent liability and the 
damage it may do them under cer- 
tain conditions. 

Our principal job with dealers is 
to teach them how to sell credit— 
to sell a “way of owning the ma- 
chinery” rather than the machinery 
itself. The tendency is to sell the 
equipment first and hook the terms 
onto the sale. 





“Flesh And Blood” 
In Credit Statements 


There are more than three million 
businesses in this country and each 
is a center of initiative, action, and 
decision. Almost all of them rely on 
banks for service, many of them for 
credit of varying types in varying 
degrees. 

Every piece of financial informa- 
tion, no matter how detached or 
sketchy, represents a measure in 
time of a condition resulting from 
one or more persons actively at 
work to secure an economic liveli- 
hood. Hope, frustration, success, and 
a multitude of other actions are 
mirrored in financial reports; and if 
the analyst is psychologically apt, 


he will be successful in discerning 
the “flesh and blood” in the Arabic 
figures presented.—The Credit De- 
partment — published by Robert 
Morris Associates. 


Millions More Need 
Bank Service 


Millions of individuals and con- 
cerns need checking account service 
but are not availing themselves of 
it. Still more millions are borrow- 
ing money from sources other than 
banks. Only advertising can bring 
to this great bulk of our people the 
message of how banks may serve 
them.—Robert Lindquist, vice pres- 
ident, La Salle National Bank, Chi- 
cago, Ill. 
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200 Insurance Agents 
Bring Auto Loans To Our Bank 


The Bank-Agent Auto Plan has operated successfully in this bank. 
Outstanding loans increased over 200% in 1946. The technique for 
getting agents to work for the bank is here described. 


HE manager of our Personal 

Loan Department, together with 
the manager of the Insurance De- 
partment, held a series of meetings 
with local insurance agents during 
the latter part of 1939 and ex- 
plained the program. It is very 
simple: 

The agent produces the applicant, 
writes the insurance, and collects 
the commission, while the bank 
supplies the credit and collects in- 
terest on the loan. 

In these meetings, the manager of 
the Insurance Department pledged 
the agents his full co-operation and 
assured them that he would refrain 
from soliciting their expirations, 


How Auto Loans Are 
Handled 


1. The applicant's reference, 
employment, and residence are 
verified through the local credit 
bureau. 


2. An effort is made to com- 
plete the deal in a few hours. The 
element of time is important. 


3. After the credit is approved, 
the check is given to the agent 
or the applicant. 


4. The check is usually made 
payable to the dealer or seller 
rather than to the borrower. 


5. A mimeographed form is at- 
tached to the check requesting 
the State Auto License Depart- 
ment to record the bank's lien 
and mail the title direct to the 
bank. 


6. We often get credit applica- 
tions from those who have new 
cars on order. The credit is 
passed on .and a commitment 
given to the prospect. When his 
car is ready, it takes only about 
ten minutes in the bank for him 
to get the check to pay for it. 
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By CHARLES A. MATTOX 


Assistant Vice President, 
The Union Trust Co. of Indianapolis, Ind. 


and this promise has been observed 
religiously. As a gesture of good 
faith, insurance coverage on “walk 
in” business was, and is, passed on 
to an agent. A record has been kept 
of the deals passed out. These deals 
have been given to agents who 
bring the most loans to the bank. 
Records have been maintained on 
each agent’s production. 


The Greatest Confidence Builder 


The idea of passing out these 
deals probably did more than any 
one thing to build confidence, and 
it is only upon complete confidence 
that the program can be expected to 
succeed. Our records prove that we 
receive very few loan applications 
in connection with which the appli- 
cant’s car is uninsured, or where he 
doesn’t have, or know, an agent. 

About once each year we have a 
series of luncheons, and usually try 
to entertain, in all, from 100 to 150 
insurance agents. At each luncheon 
we like to have not more than 20 to 
25 present, because more interest is 
shown in smaller groups. We also 
have a few dinner and baseball 
parties at which, during the season, 
about 50 will be entertained in this 
manner. 

Free advertising material such as 
blotters, pocket calendars, folders, 
etc., with the names of the agents, 
their address and telephone num- 
bers imprinted thereon, are sup- 
plied. The bank’s name does not ap- 
pear on this material unless the 
agent requests that it appear. Any 
new material is usually announced 
through our monthly bulletin, which 
goes out to the approximately 650 
agents and brokers. 


Auto Loans Increased 200% In 1946 


During 1940 and 1941 slightly 
more than 200 insurance agents 
brought us some 1,600 automobile 
loans. During the war years, records 


were not maintained; however, the 
practice was resumed at the begin- 
ning of 1946, and during that year, 
95 agents produced 398 loans. Our 
outstanding auto loans increased 
some 200% during 1946. 

Several national and local insur- 
ance companies are promoting the 
Bank-Agent auto plan and adver- 
tising appears from time to time in 
national magazines. About 18 
months ago the Aetna Casualty and 
Surety Company produced a movie 
“The Bank and Agent Auto Plan in 
Action.” This movie was made for 
the National Association of Insur- 
ance Agents, and it is my under- 
standing that every state associ- 


How Insurance Agents Are 
Encouraged To Bring Auto 
Loans To The Bank 


1. The bank pledged the insur- 
ance agents that its insurance 
department would not solicit re- 
newals from borrowers when the 
policies the agents sold had ex- 
pired. 

2. In addition, when an auto 
buyer applies to the bank for a 
loan, the insurance on the car is 
placed with those agents who 
have brought business to the 
bank. This has done more to en- 
courage the agents to bring loans 
to the bank than any other one 
thing. 

3. Once a year, a series of 
luncheons is held for the agents. 


4. Advertising material given 
to the agents with their own 
names printed on it includes blot- 
ters, pocket calendars, and fold- 
ers. 


5. The bank issues a monthly 
bulletin to 650 agents. 
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GORDON CLANCY 


LIFE, FIRE AND CASUALTY Insurance 
tow cost Automobile Financing 
REAL ESTATE AND PeRsonat Loans 


sete 911 
.- CHAMBER OF Commence 
. suUlLoInG 


TELEPHONE: 
tley 3334 


INDIANAPOLIS 4. 


INDIANA 


These effective printed pieces are supplied to customers and insurance agents. The 
ones pictured were in use before the recent merger of the Security Trust Co. with 
the Union Trust Co. The upper left is a card of introduction given to clients by agents. 
The lower piece is a blotter supplied to agents by the bank. The upper right is given 
the applicant to enable him to get a cash price from the auto dealer. 


ation has the film. Appearing in the 
picture were officers of the National 
Association, and 6 or 8 bankers from 
the East, South, and Middle West. 
My bank was honored by having a 
part in this motion picture. 

Our approach to the situation is 
that it is up to us to cultivate the 
agent, and treat him in such a man- 
ner that he will want to bring his 
customers to us. We feel that the 
agent is doing his client a good turn 
by introducing him to, and getting 
his credit established at a bank. 
Therefore, it is also good public 
relations for the agent. 


Only 20% Of Applications 
Do Not Qualify 


From a credit viewpoint, the pro- 
gram is most advantageous. If the 
applicant is unknown to both the 
agent and bank, a credit investiga- 
tion can be made, and if unfavor- 
able, the loan declined. Currently 
our rejections are about 20% of total 
applications received. With a seller’s 
market, the automobile dealer is in 
an enviable position both as to 
selecting customers, and requiring 
the financing; yet, in view of this 
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situation, we are constantly in- 
creasing our outstanding volume, 
and when we have a buyer’s mar- 
ket, our position will be immeasur- 
ably improved. 


How Loans Are Closed 


The mechanics of closing a loan 
under the bank-agent plan are va- 
ried. The applicant may come to our 
office and make an application. If 
he is unknown to us, or the agent, 
his references, employment, and 
residence will be verified through 
the credit bureau. In most cases, 
this can be done within a few hours. 
The element of time is of course im- 
portant if the car is ready for de- 
livery. 

After the credit has been ap- 
proved, the applicant, or agent, can 
pick up the check, which is usually 
drawn to the order of the dealer or 
seller, and within a few days, we 
receive the certificate of title to the 
car. Usually a mimeographed form 
is attached to the check requesting 
the State Automobile License De- 
partment to record the bank’s lien, 
and mail title direct to us. 

In other instances, the agent will 


have all the forms completed and 
present them to the bank, and our 
check will be issued, drawn to the 
order of the dealer or seller, de- 
livered to the agent who then fol- 
lows through with the transaction. 


Commitments To Those With 
Cars On Order 


For the past year or so, we have 
been promoting a plan to get credit 
applications from individuals who 
have new automobiles on order, and 
upon credit approval a commitment 
is issued to the applicant. Then, 
when his car is ready for delivery 
he comes to the bank and, in about 
ten minutes, he has the check and is 
on his way to the automobile dealer. 

Many additional benefits accrue 
to the bank through the bank-agent 
auto plan. All agents who co-oper- 
ate with us are in and out of the 
bank at various times, and several 
of them do business with one or 
more departments. A few maintain 
substantial checking or savings ac- 
count balances. 

Likewise, many borrowers have 
availed themselves of our other 
services and have developed into 
good customers, while others are 
repeat borrowers. Moreover, quite a 
few agents have directed commer- 
cial business to us. 


Credit Files On Customers 
And Prospects 


Country banks cannot serve their 
borrowing customers intelligently 
and promptly if they have to begin 
getting records or bringing records 
up to date at the time a loan appli- 
cation is made. It is embarrassing 
when the would-be borrower re- 
turns for an answer and finds that 
the answer is “No.” 

The challenge is to be ready— 
ready with up-to-date credit files. 
Credit is an indispensable tool of 
agriculture, and credit files are in- 
dispensable tools of credit. Farm- 
ers are prosperous now. Many of 
them are not borrowing as they 
once did and as they will do again. 
Nevertheless, every country bank, 
if it is to serve its customers ade- 
quately, should have and keep cur- 
rent credit files on all the customers 
and prospects in its territory.—C. 
W. Bailey, president, First National 
Bank, Clarksville, Tennessee. 


A minor had not been told of a 
trust fund because his guardian 
feared he would not work, if he 
knew of it. A bank employee re- 
vealed its existence. The guardian 
was irate and removed the fund. 
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RADITION has it that the Indians sold the 
Ties they called Manchonac to Lion 
Gardiner for one large black dog, one gun, 
a quantity of powder and shot, some rum, 
and a few Dutch blankets. Whatever the 
terms of the transaction, the deed of pur- 
chase was later confirmed by an English 
crown grant giving Gardiner full manorial 
rights. Gardiner moved his family there in 
1639 and formed the earliest English 
settlement in New York State. 

Fair and tactful in his dealings 
with all men, Lion Gardiner was pre- 
eminently fitted for the task of set- 
tling a new country. A remarkably 
close and steadfast friendship existed 
between him and Wyandanch, 
sachem of the Montauks, who in his will 
named Gardiner guardian of his son. When 
the chief’s daughter was captured on her 


. 
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The marker tells 
of loot restored 
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wedding night and her husband killed by 
other Indians, the bride was restored to her 
parents through Gardiner’s efforts. 
Handed down from one generation to 
the next, Gardiner’s Island prospered but its 
annals were far from uneventful. No place 
along the coast was more persistently fre- 
quented by ocean rovers and by foreign 
enemies in times of war. In 1699 Captain 
Kidd landed there and buried treas- 
ure. For some reason he took the 
proprietor into his confidence, at the 
same time demanding food. The re- 
past so tickled Kidd’s palate that he 
gallantly presented Mrs. Gardiner 
with an exquisite cloth of gold, which 
is still in the family’s possession. 
Less considerate than Captain Kidd were 
the many privateers and smugglers who 
pillaged the island in later years. In 1728 a 
band of desperadoes 
wounded Gardiner 
and carried off all the 
family silver except 
for one tankard. Dur- 


ing the Revolution and War of 1812 British 
soldiers frequently landed there to forage 
for supplies. 

This 3,300-acre island off the eastern end 
of Long Island is still owned by a direct 
descendant of Lion Gardiner, though un- 
fortunately the last manor house was de- 
stroyed by fire in January, 1947. 


a 


The impressive manor house was built in 1774 


The Home, through its agents and brokers, 
is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 


* THE HOME « 


SPrsurance 


NEW YORK 


No other American estate has been so long in the possession of one family ° 
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Documents And Facts Used To Encourage 
Par Clearance In North Dakota 


Some par bankers and some businessmen in North Dakota have 
tried to bring about universal par clearance. The matter finally came 
before the legislature and the documents used in connection with 
the campaign are here reproduced. 


LONG letter, a short statement 
A and a non-par check were the 
documents used in promoting a par 
clearance law in North Dakota. 

The long letter first was sent to 
63 representatives of trade groups 
in North Dakota. Then a state bank- 
er suggested that it should go to all 
banks. It was reissued and sent to 
them. 

The short “statement” was hand- 
ed to all members of the legislature. 

The “check” was laid on the desk 
of each member of the legislature 
with his name as payee on Feb. 17. 


This Letter Went To Bankers 
And Merchants 


The long letter referred to read 
as follows: 

House Bill 256 and Senate Bill 263 
prohibiting the discounting of bank 
checks were introduced on Friday, 
Jan. 13, 1947 in the North Dakota 
Legislature by Representative Mark 
Stanley of Ransom County, Repre- 
sentative Fred Graham of Dickey 
County and Senator E. H. Brant of 
Emmons County. 

The main text of the Bill is: 
“Checks drawn on any bank or trust 
company organized under the laws 
of this state shall be cleared at par 
by the bank or trust company on 
which they are drawn. This section 
shall not be applicable where checks 
are sent to banks or trust companies 
as special collection items.” Viola- 
tion of the Bill is made a misde- 
meanor. 

There are very strong feelings in 
the Legislature both for and against 
this measure. Within a few hours 
after the Bill was introduced in the 
House, Mr. Stanley was flooded with 
telegrams from Ransom County, 
which had been solicited by Lisbon 
and Enderlin bankers, demanding 
that he withdraw from the measure. 
Mr. Stanley did not withdraw. 

Since the opening days of the 
session, Senator Franklin Page of 
Pembina County, cashier of the 
Bank of Hamilton, and Representa- 
tive L. E. Callahan of Cavalier 
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By HAROLD W. BANGERT 


Attorney, Fargo, North Dakota 


County, who is president of the 
First State Bank of Munich, have 
campaigned strenuously against the 
passage of such a measure. They 
both take a sincere and forthright 
position that this measure will harm 
them personally as well as causing 
harm to the state through the re- 
duction of banking profits. 

There are many members of both 
houses who believe that this is good 
legislation and who, regardless of 
the opposition of their respected 
friends who are bankers, hope the 
Bill will become law. Senator Brant 
has been particularly concerned 
about the matter. Before the be- 
ginning of this session he asked the 
Legislative Research Committee to 
draw the Bills which have been in- 
troduced. He has corresponded with 
bankers in other parts of the United 
States and with the banking depart- 
ments of our neighboring states, 
seeking information and advice. 





My active interest in this matter 
stems from the fact that I have been 
retained by a state-wide group of 
businessmen who feel that the dis- 
counting of checks is a bad business 
practice and who have enough 
money at stake to warrant their 
employing me to represent their in- 
terests before the committees of the 
Legislature which are about to con- 
sider this matter. I do not represent 
“mail order houses” or “outsiders.” 

The position of the North Dakota 
Bankers Association is somewhat 
confused. C. C. Wattam of Fargo, 
the Legislative counsel and secre- 
tary for the Association, is actively 
trying to prevent the passage of 
these measures. He has been in Bis- 
marck since the beginning of the 
session. On the other hand, mem- 
bers of his Association—in fact all 
of the national banks which ‘are 
members of the Association—clear 
checks without discount as a matter 
of law, and many of them have ex- 
pressed their support of this legis- 
lation. 


Four Arguments Against Par Clearance— 
And The Answers 


1. The bill will deprive the 
small bank of profits which it 
must have to exist in a small 
town. 


Answer—Not one bank in Iowa 
or Nebraska has gone out of ex- 
istence since par clearance came 
into existence by law. Iowa 
banks which thought par clear- 
ance would put them out of busi- 
ness, actually collect more in 
service charges from their own 
customers than they ever col- 
lected from exchange. Montana 
banks have had the same experi- 
ence. 


2. A bank should be compen- 


sated for sending money to a 
payee out of town. 

Answer—True, but the com- 
pensation should come from the 
bank’s own customer. 


3. Let the mail order houses 
pay for running our banks. 

Answer—Whether our creditor 
is in Chicago or in a neighbor- 
ing town, we bank customers 
want to pay him in full. 


4, Exchange is an old estab- 
lished type of fee. 

Answer—There are 11,940 
profitable banks (85% of the total) 
which pay all checks at their 
face value. 
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A check like this was handed to each member of the legislature when the par-clearance bill was pending. When he 
turned it over, he saw what you will see on the next page. 


Many State Bankers Favored 
Voluntary Par Clearance 


When, during the 1945 Legisla- 
tive Session, a similar bill was pro- 
posed for introduction, Mr. Wattam 
and Mr. John Graham, director of 
the State Banking Department, 
agreed that, if the Bill would not be 
introduced they would try to get all 
the bankers in North Dakota to vol- 
untarily drop the practice. They 
made a sincere effort to accomplish 
this and I am told that in the Spring 
of 1946 at a meeting of bankers, 80 
out of 86 present voted to adopt par 
clearance. However, complete vol- 
untary agreement was not reached 
and the practice of discounting has 
been continued. 

I think that it is safe to conclude 
that the majority of the bankers in 
North Dakota recognize that they 
OUGHT to clear checks drawn on 
them at their full value, but that 
they do not want a law passed RE- 
QUIRING them to do so, and since 
they are unable to get together in a 
voluntary agreement they are help- 
less to stop the practice themselves. 
I think that it may reasonably be 
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assumed that they will strongly ex- 
press themselves to the members of 
the Legislature. 


As near as I can appraise it, this 
is the situation in which the Legis- 
lature is today! Under our legisla- 
tive processes, when a bill is intro- 
duced in either of the houses, it is 
referred to the appropriate com- 
mittee for consideration. It is the 
function of these committees to hold 
hearings and to listen to witnesses 
on each side of a controversial 
measure. These bills have been re- 
ferred to the -House and Senate 
Committees on Industry and Busi- 
ness. 


I know these committees will 


welcome any communication you 


wish to send them, either through 
your personal appearance before the 
committees or in any other manner. 
If you wish to appear personally on 
this matter, a wire, either. to the 
chairman of the Committee or to me, 
will result in your being notified as 
to when the bills will come up for 
hearing. 

In the event that you wish to wire 
or write to your own Representa- 


tive or one of the committee mem- 
bers, I think you should have the 
arguments, pro and con which I 
have heard advanced. They are as 
follows: 


Arguments Answered 


The Bill will deprive the small 
bank or exchange of profits which 
it has to have to exist in a small 
town. 


Before he had this Bill drawn, 
Senator Brant asked about this of 
experienced persons. The Federal 
Reserve Board replied, “Not one of 
the banks in Iowa and Nebraska 
which were charging exchange be- 
fore the passage of the par clearance 
laws has gone out of existence.” 

The Banking Department of the 
State of Iowa replied: “There were 
several banks that felt they would 
suffer a great loss of income when 
this Bill became effective but a spot 
check of the records of a few of 
these institutions indicates that 
their income, rather than showing a 
loss, has shown an increase.” 

The Montana Bankers Associ- 
ation replied: “It has been found 
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that service charges when properly 
handled provide as much or even 
more revenue than formerly was 
realized from charging on checks.” 

The bank has to “send” the money 
called for in a check to the holder 
of the check who presents it by 
mail and the bank should be com- 
pensated for the postage and clerical 
expense incident to transmitting the 
money to the holder. 

There is no argument that says 
the bank is not entitled to compen- 
sation. But the compensation should 
come from the bank’s customer, and 
not from some stranger who takes 
the customer’s check, and who, just 
because he happens to be in some 
other town and the _ individual 
amount involved is small, won’t 
complain about this holding out of 
what is due him. 

The convenience of a checking 
account lies in large measure with 
the man who has the account, not 
the man to whom he gives a check. 
When I ask someone to take a check 
for what I owe him, he does me a 
favor, and I would not want him 
to accept for my check anything 
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the undesirability of a check on 


ae 


non-par bank. Even 
its checks printed with the warning shown, for its depositors would quickly hunt for a par bank in which to carry 
their deposits. 


less than the full amount due him. 

It should not be thought that this 
measure prohibits banks from 
charging for their services. That 
would be unfair. But it does require 
that the bank make the charge, if it 
makes it, to its own customer. 

The mail-order house argument, 
‘Let Wards and Sears pay for run- 
ning our banks” is neither sensible 
nor does it express what I think to 
be our North Dakota attitude on 
paying our debts. 

Obviously if someone wants to 
place an order through the mails, 
he will do so whether or not he has 
a bank account—he may use Postal 
money orders or currency—and it 
is the orders through the mail, not 
the existence of a bank that brings 
business to mail-order houses and 
permits them to exist. Whether our 
creditor happens to be Wards or 
Sears, or a merchant in our neigh- 
boring town who accommodated us 
by taking our check for a couple of 
dollars worth of gas or some gro- 
ceries, I think we in North Dakota 
want to pay our bills in full and not 
with a discounted check that is 


a@ non-par bank would object to having 


ay 


worth less than it says on its face. 

The very fact that over a period 
of years par clearance has come to 
be used by almost all of the banks 
in the nation indicates that it is a 
desirable practice and certainly not 
an unprofitable one. There are 
14,037 banks in the United States 
of which 11,940 honor their checks 
at their face value. Only 2,097 are 
non-par banks. 

The fact that in Montana, Ne- 
braska and Iowa par clearance has 
been adopted during the past few 
years, indicates that agricultural 
states get along very well with it. 

Should you wish to write or wire 
your Representatives in the Legis- 
lature, I think you should keep in 
mind the fact that House Bill 256 
and Senate Bill 263 are not “anti- 
bank” bills. I have personally tried 
to avoid getting this legislation tied 
up with any other banking legisla- 
tion or proposed legislation. I know 
that the authors of the bills feel 
as I do that there are only 105 non- 
par banks in North Dakota but there 
are many thousands of bank cus- 
tomers who have a real interest in 
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seeing their checks paid at their 
face value, and therefore want to 
see these bills enacted into law. 


The Par Clearance Committee's 
Statement 


The statement referred to, which 
was put out by the North Dakota 
Par Clearance Committee reads as 
follows: 

The purpose of these Bills is to 
require that all North Dakota banks 
pay their own checks at their face 
value, if they exercise their lawful 
option of paying them at all. 

All national banks (45) and 3 
state banks now pay their own 
checks without discount. One hun- 
dred five state banks do not. 

At a meeting of state bankers in 
the spring of 1946, 80 out of 86 
present voted to adopt “par clear- 
ance.” There are 14,037 banks in the 
United States, of which 85% are 
par banks. There are 150 banks in 
North Dakota and 83% of them have 
expressed themselves as being in 
favor of par clearance. 

In 1943, Iowa adopted a Par 
Clearance Law. In 1945, Nebraska 
adopted one, and in 1946, all but 
one of the Montana bankers volun- 
tarily stopped discounting their own 
checks. 

In 1945, when a Par Clearance 
Law was introduced in the North 
Dakota Legislature, a committee of 
the North Dakota Bankers Associ- 
ation agreed that, if the passage of 
the bill was not urged, the banks 
would try voluntarily to clear at 
par in North Dakota. The Bankers 
Association and the State Banking 
Department have tried to bring 
about par clearance in North Da- 
kota but they have not been suc- 
cessful. 

Similar legislation is now pend- 
ing in Minnesota, Wisconsin, South 
Dakota and Missouri. With the 
adoption of the bill in the neigh- 
boring states there will only be 1390 
non-par banks left in the United 
States, with most of them located 
in the “deep south,” Georgia, Ala- 
bama, etc. But, almost 10% of those 
left will be in North Dakota. 

With par clearance having almost 
unanimous approval in the entire 


nation, why is there any real ob- - 


jection to the passage of this meas- 
ure in North Dakota? 

Some bankers who have ex- 
pressed themselves as favoring par 
clearance object to the passage of 
any legislation further regulating 
banking. They know they ought to 
clear checks at par but they do not 
want a law requiring them to do so. 

The North Dakota Par Clearance 
Committee is composed of a group 
of North Dakota businessmen. They 
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dislike regulatory legislation as 
much as do the bankers of the state. 
For many years, they have worked 
with the bankers to avoid the ne- 
cessity of this legislation. But even 
though the great majority of North 
Dakota bankers are in favor of par 
clearance, there is a small minority 
that is unwilling to go along with 
the majority, and the majority has 
been unwilling to adopt par clear- 
ance without the minority. 

The Par Clearance Committee 
therefore believes that this is the 
proper place for regulatory legis- 
lation. When any one group of citi- 





Every banker member of the legis- 
lature will confirm the accuracy of 
the statements we have made—al- 
though there may be some who per- 
sonally reject the experience of 
Iowa, Nebraska, Montana and al- 
most all the rest of the United 
States .. . experience proving that 

PAR BANKING IS GOOD 
BANKING. AND IS IN THE IN- 
TEREST OF ALL THE PEOPLE. 


Existing Law Requires Par 
Clearance 


North Dakota has a state-owned 
bank known as the bank of North 


After 80 banks in North Dakota had concluded that they 
would pay checks at par, a court in Nebraska ruled that the 
Nebraska par-clearance law was unconstitutional. That made 
the 80 bankers want to wait until they could see how a higher 


court would rule. That ruling was not made until after the North 
Dakota legislature had decided not to pass a law. The higher 
court in Nebraska overruled the district court and upheld the 
constitutionality of the par-clearance law in that state. 


zens cannot voluntarily drop a prac- 
tice that is admittedly bad for all 
the people of the state, then legis- 
lation is called for. This legislation 
is needed now. 

Almost all bankers and depositors 
in the United States and in North 
Dakota are for “par clearance” of 
checks. The reasons are clear. 90% 
of all business is done with bank 
checks—they are the real currency 
of our nation. It is not good business 
to have a discounted currency float- 
ing around. It can just as well be 
worth its full face value. 

When you accept a check in pay- 
ment of a debt, you are doing so as 
a convenience to the man who owes 
you money. A check is not “legal 
tender.” It is unfair and unbusiness- 
like to require you to accept less 
than the face value of the check 
from the bank where the money is 
deposited. 

The full amount is taken by the 
bank from the account of the person 
who issued the check, but only part 
of it is remitted to you. To stop this 
practice, par clearance has been 
adopted in almost all banks of the 
nation, either voluntarily, which the 
North Dakota state bankers tried 
but could not do, or by statute, 
when a few bankers have refused 
to work with the majority—as is 
the case in North Dakota. 

The North Dakota Par Clearance 
Committee most respectfully urges 
that this legislation be adopted. 








Dakota. There is a statute on the 
books regarding the par clearance 
of checks through this bank which 
reads as follows: 

“Section 6—0913 of the North 
Dakota 1943 Code, Collection Items 
Must be Paid to Bank of North 
Dakota at Par; Violation a Mis- 
demeanor. All checks and other in- 
struments and items of exchange 
payable on demand sent by the 
Bank of North Dakota to any state 
bank or banking association in 
North Dakota, for collection, shall 
be remitted for at par by such state 
bank or banking association to the 
Bank of North Dakota. Any person 
or corporation who shall violate any 
of the provisions of this section shall 
be guilty of misdemeanor.” 

This matter was brought promi- 
nently to the attention of all North 
Dakota banks, and it seems quite 
likely that this law together with 
the agitation for a specific par pay- 
ment law during the last Legisla- 
ture may soon eliminate all non- 
par banks from the state. 


Par Payment Announced By Radio 


The following was broadcast over 
Station WDAY March 10. 

Friends, tonight we’d like to take 
a few moments to grapple with a 
financial problem. 

Such stories are difficult to con- 
vey to you over the air, but this one 
affects every person in North Da- 
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INTERNATIONAL HARVESTER PRESENTS 


“Famall Cb L 


@ For all operations on farms of 40 crop 
acres or less—and truck gardens. 

@ For special operations on truck farms. 

@ For large farms that need an extra tractor. 


That’s the Farmall Cub, the first tractor in history that’s 
built right and priced right for a great new group of 
tractor owners. 

The Cub is the newest member of the famous FARMALL 
FAMILY. It brings the advantages of the FARMALL* SyYs- 
TEM OF FARMING to the small, family farm. 

It’s a Cub in size, but “a BEAR for work.” You get big- 
Farmall quality and design, plus scaled-down, small- 
tractor economy. And there is a full line of matched. 


*Registered trade-mark. 
ONLY International Harvester 
builds FARMALL Tractors. 







Heor Jomes Melton on “Harvest of Stors” 
Every Sunday NBC Network. 


INTERNATIONAL 


*545 


(Equipped as illustrated, slightly higher) 
Attachments and implements extra 





quick-change, easy-to-control implements. 


The smooth-running 4-cylinder engine develops ap- 
proximately 914 h.p. on the belt. It uses considerably 
less than a gallon of gasoline an hour. There’s a com- 
fortable, roomy seat ... ample crop clearance under the 
chassis... and “Culti-Vision” to give a clear, unob- 
structed view of your work. 


More than 3,000,000 farmers working up to 40 acres 
of crop land form the Farmall Cub market. Here are 
countless opportunities for local financing. Get the full 
Cub story from the IH Dealer in your town. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue Chicago 1, Illinois 


f. o. b. 
factory 


HARVESTER 


kota who has written a check and 
who paid a discount of a few cents 
on that check. 

Mind you, we're not referring to 
the checks which you write and for 
which your bank charges a nominal 
sum for the privileges attending a 
checking account. 

We're referring to the discount 
charged by a bank on checks writ- 
ten against North Dakota state 
banks—banks which are not “par” 
banks. 


We can report exclusively tonight 
that such charges made against state 
bank paper will shortly become a 
thing of the past in North Dakota. 

In effect, before a week has 
elapsed, every charge made by a 
bank in North Dakota will be re- 
tained by the bank making the 
charge. 

North Dakota—without a par 
clearance law even getting beyond 
a legislative committee room—will 
soon be on par. North Dakota busi- 
nesses will register a savings to the 
tune of half a million dollars a year. 

Here’s how it came about. 

Last year North Dakota banks 
explored the possibility of getting a 
check par clearance regulation on 
the books—of getting North Dakota 
on par as far as checks written on 
state banks are concerned. 

However, the investigation was 
cut short by a court decision ren- 
dered in Nebraska—a_ decision 
which placed the constitutionality 
of par clearance laws in doubt. 


But early this month the Nebras- 
ka Supreme Court upheld the con- 
stitutionality of such par clearance 
laws, and the road for a similar law 
was opened in North Dakota. 


Suggested legislation was killed 
in committee during the just-closed 
session of the North Dakota legis- 
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lature. But it was discovered that a 
statute already was on the books— 
a state statute written in 1919, 
which says that- all checks cleared 
through the North Dakota state 
bank must clear at par. 

Now there are 150 banks in North 
Dakota and 101 of them have ac- 
counts with the Bank of North 
Dakota. To get checks cleared at 
par, accounts needed only to in- 
form their banks to clear through 
the Bank of North Dakota. 

With that, the North Dakota 
Bankers Association started this 
week to hold a series of conclaves, 
to get par check clearance working 
on a state-wide basis without delay. 
This move followed a meeting of the 
State Industrial Commission, and 
consideration of the problem by the 
State Attorney General’s office. 

And that’s why tonight we can 
report that North Dakota banks will 
shortly become part of the 85 per 
cent of all U. S. banks which are on 
par. 

The move is certain to have re- 
percussions in South Dakota which 
has just legalized percentage de- 
ductions on checks over 10 dollars. 
And in Minnesota’s legislative halls, 
where the whole tough problem of 
par clearance of checks is being 
considered. 


Business Character As A 
Basis For Credits 


Character, as generally under- 
stood, is a generic term, embracing 
the well-known ethical terms, hon- 
esty, integrity, probity, trustwor- 
thiness and morality. It is that basi- 
cally essential human quality on 
which the entire structure of all 
business credit must inevitably 
rest. 

Only through close association 
with the key men in a business over 
a long period. of years can their 
true character come to be known, 
and even this must be accompanied 
by continuing observation. In such 
observations the best that can usu- 
ally be expected is to determine 
and evaluate the more obvious in- 
dicants: 


1. General reputation among so- 
cial friends and acquaintances; 

2. General reputation among 
business friends, associates, em- 
ployees and competitors; 

3. Personal habits—such as 
drinking, gambling, sex morals, 
church, welfare and civic activities; 

4. Antecedent family history; 

5. Existing family relationships 
and influences; 

6. Antecedent business record. 


Honesty is the keystone of char- 
acter and, unfortunately, there are 
no infallible means of assuring its 
unfailing existence. There are gra- 
dations of honesty as there are of 
most other human attributes, and 
until it has been put to the test it 
is difficult to estimate how much 
strain a man’s honesty will with- 
stand. Almost any man can estab- 
lish a reputation for business hones- 
ty in the absence of economic or 
financial pressure. 

Fortunately, it appears that the 
hazards of the moral risk vary in- 
versely with the size of the business 
entity. In the larger organizations, 
policies are usually determined by 
groups and carried out by several 
executives, rather than by one in- 
dividual alone. Thus internal checks 
come into operation which tend to 
diminish the likelihood of collec- 
tive dishonesty. This statement ap- 
pears supportable despite several 
prominent and highly publicized 
examples of alleged managerial 
dishonesty in gigantic corporations, 
in the past. 

It is in the small proprietorships, 
partnerships, and close corporations 
that the question of managerial in- 
tegrity assumes the greatest im- 
portance. When an enterprise is 
dominated by a single individual, 
the investigation of the character 
risk should be particularly thorough 
and painstaking. The moral fiber of 
only one man must then withstand 
the trials and temptations of eco- 
nomic stress.—The Credit Depart- 
ment—published by Robert Morris 
Associates. 


Stop Orders Removed | 
After 90 Days 


All stop payments, when 90 days 
old, are removed from the stop- 
payment form which surrounds the 
ledger sheet. We do not, however, 
remove any orders from the stop- 
payment file as this is done only 
when we receive a release from the 
customer. If the bookkeeper is pay- 
ing a check which is 90 days old or 
older, she must first refer to the 
stop payment file. This we feel, not 
only saves the bookkeeper consid- 
erable time in examining checks for 
stop payments but speeds up the 
posting operation as well.—George 
R. Herzog, vice president and cash- 
ier, Union Bank of Commerce, 
Cleveland, Ohio. 


The honest-to-goodness teller is 
the one who can smile at a hard- 
boiled customer. It’s easy to be 
pleasant to the agreeable ones. 
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The First National Bank 
of Chicago 


Statement of Condition June 30, 1947 


ASSETS 


Cash and Due from Banks, . ‘ 4 ‘ ‘ -$ 465,604,783.45 
United States Obligations—Direct and fully Guaranteed, 

Unpledged, ‘ F “ - $680,113,804.24 

Pledged—To Secure Public Deposits and 

Deposits Subject to Federal Court Order, 59,622,500.00 

To Secure Trust Deposits, . e 47,915 ,000.00 

Under Trust Act of Illinois, . . 527,600.00 788,178,904.24 
Other Bonds and Securities; ; -  100,209,986.22 
Loans and Discounts, . ‘ P - 670,182,365.29 
Real Estate (Bank Building), ‘ ‘ ‘ ‘ ‘ 2,945,780.67 
Federal Reserve Bank Stock, . ‘ ‘ 3,750,000.00 
Customers’ Liability Account of Acceptances, . 1,395,725.69 
Interest Earned, not Collected, . - ; ‘ 4,952,157.22 
Other Assets, . «© « 410,796.55 


$2,037,630,499.33 


LIABILITIES 


Capital Stock, P “ é ‘ ‘ : P - $60,000,000.00 


EE ae ae ee . —«- 65,000,000.00 
Other Undivided Profits, . ‘ e R . 3,695,913 .47 


Discount Collected, but not Earned, . . ; 1,025,589.20 
Dividends Declared, but Unpaid, ‘ ‘ ‘ 1,200,000.00 
Reserve for Taxes, etc., j ? . . ‘ 6,999,399.71 
Liability Account of Acceptances, : ‘ p ‘ 1,735,407.96 
Time Deposits, . e ° - $ 364,925,148.09 
Demand Deposits, ° ° - 1,427,860,557.90 
Deposits of Public Funds, . . 105,182,238.96 1,897,967,944.95 
Liabilities other than those above stated, . ‘ ; 6,244.04 

$2,037,630,499.33 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Your bank’s film records 
are highly confidential. From 


the moment they come in, therefore, 

Recordak handles them with the utmost 

discretion and secrecy. No outsiders 

are allowed in the laboratory—no 
viewing equipment. And facsimiles or 
duplicate prints are made solely on your 
official authorization in writing. 


Follow your film through any 
Recordak st 
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See why thousands of banks have such 
complete confidence in Recordak methods 
of handling—and processing—film records 


After this last inspection, your 
film is put back into your box 


. «s ready either to be mailed out to you 
immediately, or to be handed over to 
your special messenger. 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N. Y. 
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Besides being highly confidential, your film 
records are also extremely valuable. Accord- 
ingly, Recordak protects them against loss or misdirection 
by numbering your box .. . your film . . . and the accom- 
panying worksheet. This definitely associates your film with 
your box and with our records. Then when the worksheets 

are proved, every box and every film must be accounted 
for—and no guesswork about it! 


And no guess- 

work about the 
processing your filn? gets ... in a 
Recordak laboratory. It’s precision 
work every step of the way. Devel- 
oping solutions are mixed just so— 
and kept just so—controlled from 
start to finish. Temperatures are 
maintained within strict tolerances. 
Timing is automatic, precise, held 
to the second. 


As an extra processing 

safeguard. exposed test 
strips of film are measured with a 
special instrument at regular intervals, 
This enables Recordak technicians to 
keep an accurate check on the entire 
developing process . . . to assure results 
which meet the highest Recordak 
standards of quality. 


To safeguard you further, Recordak 
— inspects every inch of your film after it 
has been processed. This inspection provides a 
final check on processing quality. It also provides a 
check on the proper functioning of your Recordak 
equipment .. . and on the efficiency with which it 
is being operated. 


=RECORDPK eile 


(Subsidiary of Eastman Kodak Company) 
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BANKS LARGE AND SMALL ACCLAIM 
THIS MODERN, MECHANIZED SERVICE 


\ 


&. Fs 


Lafayette, Ind 


Customers like speed 
and neatness of transactions hand! : 
c akeli } 
m re : 
ore depositors per teller than ever 6 

before j 


recommend plan 
bank w 


fo any 


ishing + . 
9 tO improve it >rvice 


LAFAYETTE NATIONAL BANK 


al ph 3 co 





va 


n 


Increases speed ! 


L Texas 
Fort Wort exa ~ aM 
handling customer hand =. 
ore deposits in same perio a 
more 3 
sea 
highly please 
FIRST NATIONAL BANK 






@ 
Fei ae 


| WM aia i 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHIN 
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Faster, better service for customers—speedier, more accurate accounting 
for banks—with Burroughs Commercial Teller’s Machine 


You’ re going to be talked about when you install 
Burroughs Commercial Teller’s Machines! Cus- 
tomers will praise your improved service and 
modern methods... the change-over from pass- 


books to printed, registered deposit receipts... 
the time they save and the convenience they gain. 


Tellers will acclaim the speeding up and 
simplification of their work . . . the faster bal- 
ancing with machine-accumulated cash-in and 
cash-out totals... the helpful record of transac- 


tions kept by this great Burroughs machine. 


That’s the kind of talking that does you good! 
Get it started now by asking your nearest 
Burroughs office for a complete report on this 
modern, mechanized service. Let your Burroughs 
representative show you how other banks have 
gained goodwill and favorable publicity ... how 
easily they've changed over to mechanized 
service ... how the machine handles all types of 
transactions. Call your Burroughs office today. 


WHEREVER THERE’S BUSINESS THERE’S 


NATIONWIDE MAINTENANCE SERVICE °¢ 


MACHINE SUPPLIES 


Burroughs 


THE MARK OF SUPERIORITY 
IM MODERN BUSINESS MACHINES 











IELD warehousing enjoyed its 

largest year in 1946. There are 
now more field warehouses than 
ever before, and the loans made by 
bankers are now larger and more 
numerous than at any time in his- 
tory. All indications point to a con- 
tinuance of the rapid growth in 
1947. 


There are many reasons for the 
increase of loans against invento- 
ries covered by field warehouse re- 
ceipts, some of them obvious. Fore- 
most, of course, is the tremendous 
increase in the amount of money 
invested in inventories in every 
state. With some thirty-odd billion 
dollars. of inventory in the hands of 
private business, it is only natural 
that bankers have been asked to 
help finance a large portion of it. 

Another obvious reason is the 
fact that more and more bankers 
have become familiar with lending 
on field warehouse receipts and 
have adopted it as another tool in 
the lending program. 

Bankers have become thorough- 
ly conversant with the advantages 
gained by the borrower who uses 
field warehousing. Lenders have 
long been accustomed to looking 
with favor on any arrangement that 
provides the means for additional 
safety and profit for the bank, but 
they can really get enthusiastic for 
something that protects and profits 
the bank and at the same time 
serves the borrower in ways other 
than the cash he borrows. 

Bankers asked for advice by op- 
erators of small businesses have 
realized that what is necessary is 
the installation of some kind of ar- 
rangement that will be systematic. 
More and more they have recom- 
mended field warehousing because 
it is simple, economical and auto- 
matic, and most important of these 
qualities is “‘automatic.” It runs by 
itself over long periods of time, 
continuously furnishing the means 
of obtaining maximum amounts of 
credit when needed and providing 
for the liquidation of the loans 
when and as lesser amounts are 
required. 
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Field Warehousing Is Automatic 


The automatic feature reduces the cost of periodical credit investi- 


gations—saves time for loan officers—saves time for the borrower. 


By STANLEY D. HART 


Vice President, Douglas-Guardian Warehouse Co. 
New York City 


Concurrent with the possession 
of an inventory is the problem of 
financing it. Snvall businesses have 
financial problems traceable direct- 
ly to inventory. There always seems 
to be something (strikes or what 
not) that causes temporary distor- 
tions in the balance between mon- 
ey and inventory. Field warehous- 
ing the inventory is the most 
logical way to provide needed oper- 
ating funds. 

Once a field warehouse is in- 
stalled, it runs by itself, simply and 
economically. More money is need- 
ed when a large inventory is on 
hand; field warehousing automat- 
ically arranges for the money. All 
the banker has to do is set a top 
limit to the amount of borrowing 
and the business man’s needs are 
taken care of automatically over 
long periods of time. 

As the inventory is sold and di- 
minishes, less money is needed and 
field warehousing takes care of 
that, because field warehouse re- 
ceipt loans are self-liquidating. 

The owner of the business is thus 
left free to pursue with his full 
attention his management activities 
without wasting time and energy 





Automatic Features 
Of Field Warehouse Loans 


1. No new credit investigation 
is needed as new loans are 
made. 


2. When more inventory ar- 
rives, it may become security for 
additional loans. 


3. When inventory is sold, the 
loan is liquidated. 


4. No long conferences are 
needed each time money is bor- 
rowed. 







worrying about his credit position. 

It is important to note that a field 
warehouse will also take care of the 
unexpected, and it is the unplanned 
and unlooked-for things that need 
financing quickly and surely if 
small businesses are to flourish. 

To illustrate, there was one com- 
pany that rode through the recent 
coal strike and rail embargo scarce- 
ly feeling them. They were fortu- 
nate in having on hand all the 
things they needed to produce their 
goods. The machines continued 
humming and the goods were 
readied for shipment—but they 
could not be shipped. 


Inability to ship meant no money 
coming in but plenty of it going 
out. Embarrassment was easily 
avoided by putting the finished 
goods into the field warehouse and 
borrowing on them to meet pay- 
rolls and to pay bills. 


This required no long conference 
nor even head-scratching. It was 
done as a matter of course—auto- 
matically. 

Field warehousing has long been 
known as a most useful mechanism 
to protect and profit bankers. More 
recently it has become known as a 
boon to the small businessman. It 
is his financial expert, and one that 
does not participate in the profits 
it makes for him. 


Alexander Wall found in the 
period of World War I, that credit 
men, while properly recognizing 
risks of all types and seeking to 
hedge as far as possible against 
them, disagreed among themselves 
as to the relative weight to be at- 
tached to the “intangibles” or per- 
sonal qualities of prospective bor- 
rowers, as compared with the “tan- 
gibles” or financial statement 
items. Wall found many credit men 
attaching more significance to the 
“personal factor” than any others, 
with some putting its weight at 60 
per cent of the whole, thus ap- 
praising it more heavily than all 
others combined.—The Credit De- 
partment — published by Robert 
Morris Associates. 
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A City Correspondent 
Supplied This Good Idea 
For A Loan 


A banker in a small city in Mis- | 
souri had recently visited alarge city. | 


In the course of his visit with some 
of the officers of his correspondent 
bank, he learned something about 
the use of warehouse receipts. 

When he returned, he noticed an 
item in the local newspaper which 
said that a local man was going to 
ship in potatoes by the carload to 
be sold to home owners who were 
willing to buy a winter's supply at 
one time. He offered reduced prices 
for quantity orders. The banker 
called the man on the phone. 

“Do you mind dropping in to see 


me about those potatoes?” asked | 


the banker. 


The dealer was soon in the bank. 
He brought along samples of pota- | 
toes. The banker ordered some for | 
himself and asked the dealer all | 


about his business. He finally dis- 


covered that the dealer was having 


a hard time financing himself, but 


that the prospects for his business | 


were splendid. 


“Where are you unloading the 
potatoes?” asked the banker. 


“At Sibley’s warehouse,” he said. | 
“Would it be an advantage to | 


you if you could ship in two or 
three carloads at a time?” 

“Yes,” said the dealer, “but the 
trouble is, I can’t pay for them. I 
have to pay cash for these potatoes 
in order to get them at the right 
price.” 

‘‘Would you be interested in hav- 
ing the bank finance your deal?” 

“Why, certainly I would,” said 
the dealer. 

“I’m not sure that I can arrange 
it,” said the banker, “but stop in 
again tomorrow and I may have 
some news for you.” 

When the dealer had gone, the 
banker called the owner of Sibley’s 
warehouse, and asked him to drop 
in at the bank. 

The result of the whole matter 
was that the bank arranged with the 
warehouse owner to guarantee that 
the potatoes would not be removed 
without a release from the bank, if 
it loaned money on them with 
warehouse receipts as collateral. 

The banker secured some ware- 
house receipt forms and arranged 
with Sibley’s warehouse to keep 
those potatoes that were not re- 
leased, under lock and key. The 
dealer was financed and the bank 
had self-liquidating loans during 
most of the winter. 
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P. S. Dear Public: 


Forgive us if we bore you... 
The above repetition is for the 
benefit of some of our salesmen— 
who say that our advertising 
doesn’t emphasize enough the fact 
... that the Pitney-Bowes postage 
meter seals the envelope flap at 
the same time it prints the postage 
stamp and postmark on the front! 

What’s so remarkable about 
a machine that seals envelopes? 
You could probably invent one 
yourself some rainy Saturday, or 
even if it wasn’t raining. Then try 
and find somebody to buy it! 

But a machine that 
also prints postage 


and postmark—any amount of 
postage for any kind of mail—and 
does its own bookeeping . . . that’s 
a pretty wonderful machine! 


Ir you’D like to know how a 
postage meter can help in your 
own bank...call the nearest office 
of Pitney-Bowes. And when the 
salesman comes over, tell him 
that you know all about sealing 
the flap but what else does it do? 
. . . Or maybe you'd like your 
information in a little booklet 
with pictures? If so, write us direct 
. . . Sincerely yours— Advertising 
Department. 


PITNEY-BOWES 


POSTAGE METER 


Pitney-Bowes, Inc., 3813 Pacific St., Stamford, Conn, 


© Originators of Metered Mail. Largest makers of postage meters 
waa! Offices in 59 principal cities in the United States and Canada 
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Code Of Credit Department 
Ethics Of The Robert Morris 
Associates 


1. The first and cardinal] prin- 
ciple in credit investigation is the 
sacredness of the replies. 

2. Any betrayal of the confi- 
dence implied when credit infor- 
mation is given brands the offender 
unworthy of consideration or con- 
fidence. 

3. Indiscriminate revision of 
files, when there is no real need of 
information, is unnecessary, waste- 
ful, and undesirable. 


4. Every letter of inquiry should 
indicate in some definite and con- 
spicuous manner the object and 
scope of the inquiry. 

5. When more than one inquiry 
on the same subject is sent simul- 
taneously to banks in the same city, 
this fact should be plainly set forth 
in the inquiries. 

6. If form letters are used in 
making inquiries, it is good prac- 
tice to have them bear the manual 
signature of the inquirer to estab- 
lish responsibility. 

7. In seeking information, the 
name of the inquirer, in whose be- 


half the inquiry is made, should 





Instalment loan volume in commercial banks 
almost doubled in the past year. That was Lesson 


No. 1— “Expansion of Volume.” 


But larger totals bring additional risks, and a 
sharp decline in individual savings means greater 


possibility of loan delinquencies. 


These conditions emphasize Lesson No. 2 —‘““How 


to keep losses down.” 


Many of Industrial’s correspondents are finding 
this bank’s 34 years’ experience in consumer 


credit an invaluable aid in securing maximum 


instalment loan volume with minimum loss under 


present conditions. 


Industrial Bank 


ae =[=G=U=I 
NINTH AND WASHINGTON - ST.LOUIS (CD MO. 


not be disclosed without permis- 
sion. 

8. The recipient of a credit in- 
quiry who urges his correspondents 
to make plain the object and scope 
of their investigations, fails in his 
duty if he neglects to read care- 
fully each special letter of inquiry 
and to answer frankly specific 
questions therein. 

9. In answering inquiries, it is 
advisable to disclose all material 
facts bearing on the credit of the 
subject, because full understanding 
is always necessary and because 
all paper offered should be of the 
same description as that held by 
the borrower’s own bank. 

10. In answering inquiries, the 
source of the information should 
not be disclosed without permis- 
sion. 

11. It is not permissible nor the 
part of good faith, in soliciting ac- 
counts from a competitor, to seek 
information from the competitor 
without frankly stating the object 
of the inquiry. 


Eleven Reports For Directors 


We prepare each month a report 
from the Executive Committee of 
the bank which gives the following 
information to directors: 

All purchases and sales of bank 
securities for the month, 

All new credit lines approved. 

All credit lines reaffirmed. 

All loans authorized. 

A comparison of deposits, loans 
and discounts as compared with the 
same period a year ago. 

A statement of income from the 
Safety Deposit Department. 

A tabulation of all Letters of 
Credit issued. 

In addition to the above, direc- 
tors are furnished with a list of all 
loans of $1,000 and over outstand- 
ing as of the date of their meeting; 
a condensed statement of income 
and expenses for the preceeding 
month; a report on Trust Depart- 
ment operations as well as a report 
of the Trust Committee covering 
purchases and sales of trust assets 
authorized since the last meeting of 
the Board. In addition to this in- 
formation, the directors are fur- 
nished quarterly with a full state- 
ment of income and expenses for 
the quarterly period.—W. R. Bar- 
nett, cashier, The Barnett National 
Bank, Jacksonville 1, Florida. 


Paid official bank checks and 
drafts should be under dual control. 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 
Complete Banking and Trust Service 


STATEMENT OF CONDITION, JUNE 30, 1947 


RESOURCES 


Cash on Hand and Due from Other Banks . : , ; 3 $ 293,188,533.56 
United States Government Securities. ‘ ‘ , F i 597,683,969.49 
Stock of the Federal Reserve Bank : : ‘ ‘ js 1,455,000.00 
Other Seeurities F : ‘ 4 ‘ ; 4 ‘ ‘ 51,239,284.57 
Loans: 








Loans and Discounts . : ; : , a .  $ 169,775,298.87 

Real Estate Mortgages ; : : . é P J 46,185,518.35 215,960,817.22 
Branch Buildings and Leasehold Improvements . : r ; 1,397,207.11 
Accrued Income Receivable . : : ‘ , 2,826,823.75 
Customers’ Liability on Acceptances and Letters of Credit ‘ 2,629,719.52 


$1,166,381,355.22 
i 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings . ; : ; ; .  $1,045,018,470.42 
United States Government ; ; : ; ; : 10,052,688.69 
Other Public Deposits ; , , F : , ’ 47,150,008.52 $1,102,221,167.63 
Accrued Expenses and Taxes Payable . ‘ J 7 7 : 1,033,524.82 
Income Collected—Unearned ; ‘ : . ‘ . : 813,843.31 
Common Stock Dividend No. 26, Payable August 1, 1947 ; 975,000.00 
Acceptances and Letters of Credit : ; ; : : ri 2,629,719.52 
Reserves . ‘ , , ; ‘ : 7 : ‘ , : 5,067,452.23 
Common Capital Funds: 
Common Stock . , , ee ae oe . $  15,000,000.00 
Surplus pee SP Vere, fae eh oO 33,500,000.00 
Undivided Profits : , . ‘ ‘ ve , 5,140,647.71 53,640,647.71 
$1,166,381,355.22 








United States Government Securities carried at $64,623,994.73 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $22,744,269.26 of the 
Treast:rer-State of Michigan, and for other purposes required by law. 











DIRECTORS 


HENRY E. BODMAN JAMES S. HOLDEN NATE S. SHAPERO 
ROBERT J. BOWMAN JAMES INGLIS R. PERRY SHORTS 
CHARLES T. FISHER WILLIAM S. KNUDSEN GEORGE A. STAPLES 
CHARLES T. FISHER, JR. ALVAN MACAULEY R. R. WILLIAMS 
JOHN B. FORD, JR. WALTER S. McLUCAS C. E. WILSON 

W. DEAN ROBINSON 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 
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Which of the following are not negotiable in- 
struments? 


a. Check payable to order; b. P. O. money order; ¢. Bearer 
check; d. Customer's note payable “to the bank or to order.” 


Which is the drawee bank on a certified check? 


a. The bank making the certification; b. A city correspondent; 
c. A Federal Reserve Bank; d. The United States Treasury. 


One of the following numbers can be entered on 
a multiple key machine with only one depression 
of one hand. Which one is it? 


a. 1,000.91; b. 2,000.81; ¢. 2,000.92; d. 12.30. 


4] A loan based on which two of the following 
would rightly classify as a collateral loan? 


a. Listed bonds; b. Civic work of the borrower; ¢. Trade ac- 
ceptances. 


If a 90-day note is dated May 7, on which date 

will it fall due? We will assume that the due 
date is not Sunday and that your bank is open on 
Saturdays. 


a. Aug. 5; b. Aug. 6; ¢. Aug 7. 


Is it possible to buy insurance to repay the in- 

sured for a loss resulting from damage to, de- 
struction of, or theft of described paintings, tapes- 
tries, rugs, sculpture, and other art objects? 


a. No; b. Yes, it is called fine arts floater insurance. 


In which of the following months is there no 
bank holiday which is observed in all states? 
a. July; b. September; ¢. May. 


Fal If you saw the number 1-12 opposite the name 

“Chemical Bank and Trust Co.,” in which of the 
following cities would you think the bank was 
located? 


a. Boston; b. Chicago; ¢. New York; d. Detroit. 


Which of the following types of information can 
be found in a bank directory? 
a. Other liabilities of each bank; b. Cash and Due from banks 


of each bank; ¢. Symbol to indicate the bond-buying officer o 
each bank. . 


Every denomination of paper money bears the 
portrait of a man. All bank. employees should 
learn how to count paper money by the portraits. 





— ew 


How much money would you have by counting 18 
bills each with a portrait of Washington, 3 of Lincoln, 
3 of Hamilton, and 3 of Jackson? 

a. $125; b. $124; ¢. $123. 


Which two of these amounts can be paid with 
four pieces of paper money—each a different 
value? 


a. $102; b. $108; ¢. $32; d. $77; e. $61. 


Which of the following statements is correct? 
a. “On us” checks are always held to the end of the day and 
posted the following morning; b. Some banks post “on us” 
checks at different times each day as they become available 
from the tellers and the mail department. 
A customer handed a teller rolled pennies and 
a deposit slip listing, “Pennies, $3.50.” How many 
rolls should the teller receive? 
a. 7; b. 14; ¢. 21. 
Which of these amounts can be paid with three 
coins—All different? 
a. $.80; b. $1.03; ¢. $.75. 
If you knew that a depositor had a checking ac- 
count but did not know whether he had a vault 
box or not, where would you go to find out? 
a. The central file; b. The correspondence file; ¢. The customer's 
ledger. 
Sort the cash items from the following list: 
a. Post Office Money Orders; b. Express Money Orders; ¢. Note 
Notice; d. Chattel Mortgage. 
In some banks, the bookkeeping department is 
responsible for which of the following, in addi- 
tion to posting: 
a. Opening the mail; b. Answering inquiries regarding accounts. 
Name two bankers associations which may be 
abbreviated N. B. A. 
Many bank cash letters are now shipped by air 
express. If you were handling transit in Wash- 
ington, D. C., which of the following federal reserve 
banks could be reached in the shortest time, by air? 
a. Philadelphia; b. Richmond; c. St. Louis. 


What does B/E stand for? 


a. Bill of exchange; b. Buildings and equipment; c. Bills and 
extensions. 


(Answers on page 394) 














The First Fifty Quizzes 


There’s something about the nu- 
merals fifty and one hundred that 
always makes them seem just a bit 
more significant than any one_ of 
the others. 

Having just reached and passed 
the fiftieth “quiz post,” Bankers 
Monthly in this, its fifty-first quiz, 
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sets out on the road toward larger 
and finer quizzes. 

The first fifty have brought many 
gratifying results. Banks in 40 of 
the 48 states are making use of this 
question-answer series for employ- 
ee instruction and entertainment. 
Other requests for back issues from 
Quiz 15 to 50 are being received 
constantly. 





In short, everyone seems to he 
enjoying and profiting from the use 
of these brain teasers. Despite all 
of this however, the Editor serious- 
ly doubts if anyone has found more 
pleasure in working on the answers 
than he has had in digging out 
those 1,000 questions on banking 
terms, policy, management and op- 
eration. 
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Statement of Condition, June 30, 1947 


ASSETS 
Cash and Due from Banks . 


U. S. Government Securities . 


$ 386,393,239.86 
688,952,210.80 
48,030,972.67 
Other Securities . . ... 14,648,762.58 
Loans and Bills Purchased . 
Real Estate Mortgages. . 


State and Municipal Securities 


497 570,502.53 
55253,912.61 
12,224,009.00 
3,066,808.56 


Banking Houses . . . . 

Interest Accrued. . . . 

Customers’ Liability on 

Acceptances Outstanding . oe 1,946,426.07 


Total $1,568,086,844.68 


LIABILITIES 


Capitsl . 2 « « . $21,000,000.00 
Spe. « 6 « 


Undivided Profits. 


80,000,000.00 
24,155,236.79 $ 125,155,236. 79 
Reserves: 


Taxes, Interest, etc. 
Dividend: 
Payable July 1, 1947 . 


8,182,761.76 


1 ,050,000.00 
Acceptances . - $ 5,389,225.40 

31441,355-04 1 947,870.36 
ae ae o « «0 « + Begtaeonres 


Total © $1,568,086,844.68 


In Portfolio . 


There are pledged to’secure public monies and to qualify for fiduciary powers 
U. S. Government Securities 


$19,426,814.54 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Time Spent With Farmers 


And Their Boys And Girls 


Increases Our Number Of Good Loans 


This bank reports that 47.2% of its loans are made to farmers— 
37.2% are other than real estate farm loans. The plan is clearly 
outlined in a description of nine activities. 


E co-operate closely with the 

County Extension Agent and 
County Home Demonstration Agent 
on developing a strong educational 
program for our county. 

We attend various farm tours 
held in the county. These may vary 
from weed tours to conservation 
tours. We not only meet our farm 
customers in this way, but we learn 
something about new developments 
in farming at the same time. 

In addition, we send 4-H Club 
boys and girls from our county to 
what is called “Club Week” at the 
University of Nebraska each year. 
The trip is a reward for outstand- 
ing 4-H work. 

We also extend a helping hand to 
the 4-H Club boys and girls in their 
livestock feeding projects — much 
like most other banks. Our bank, I 
am glad to say, has never lost a cent 
on loans to boys or girls who are 
approved by the county agent. We 
have the boys or girls sign the 
notes, and they carry insurance on 
their beeves or dairy calves. It’s 


By MERL C. TOWNSEND 


Vice President, The Fremont National Bank 
Fremont, Nebraska 


not big business to loan a 4-H Club 
boy a hundred dollars—but it is 
good business. 

We take an active part in all 
other educational programs such as 
the vocational agriculture in our 
high schools, soil conservation dis- 
tricts, bindweed districts, and 
dairymen’s artificial breeding as- 
sociations. These things all make 
for better farming, better contacts, 
and more stable farm loans. 

About one-half of our advertis- 
ing in newspapers concerns farm 
loans. We avoid telling about our 
own bank history to build up our 
own egotism. On the other hand, 
we tell the farm folks how they can 
get loans without red tape, delay, 
and other inconveniences. We ap- 
peal to the personal needs of farm- 
ers and stockmen who are our best 
customers. 


We keep in direct contact by 
mail with our customers by send- 
ing them a monthly agricultural 
news bulletin. This monthly news 
digest gives the important informa- 
tion about present and future mar- 
kets, contains some information 
about things new to agriculture 
and other odds and ends. It helps 
us to demonstrate to the farm 
people our interest in their welfare. 

We hold a corn show in the bank 
every year. Farmers bring in 
samples of corn, and an agronomist 
from the University of Nebraska 
judges the samples. Cash awards 
go to the winners. 

We attend all of the important 
farm gatherings—such as cattle- 
feeders days, organized agriculture 
sessions, and many others at the 
University of Nebraska. But—we 
don’t go to the meetings in an 
empty car. We take a load of our 
farmer friends with us but never 
the same fellows more than once. 
We try to pick different ones each 
time, and it’s surprising how many 


We hold a corn show in the bank every year. Farmers bring samples of corn, and an agronomist from the Uni- 
versity of Nebraska judges the samples. Cash awards go to the winners. 
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Nine Activities Which 
Increase Farm Loans 


1, Co-operation with extension 
agents in developing a strong 
county educational program. 


2. Attendance on farm tours. 


3. Sponsorship of the attend- 
ance of boys and girls at the 
“Club Week” meetings at the 
College of Agriculture. 


4. Lending to boys and girls 
for feeder projects. 


5. Co-operation in such proj- 
ects as: vocational teaching in 
high school; soil conservation 
districts; bindweed districts; and 
dairymen’s artificial breeding 
associations. 

6. Advertising which tells 
farmers how to get loans without 
red tape or delay. 


7. A corn show held in the 
bank lobby each year with cash 
awards to winners. 


8. Transportation of a carload 
of farmers to special meetings at 
the University. 


9. Information as to their top 
line credit volunteered to farm- 
ers, based on their financial 
statements. 





of them you run into at these meet- 
ings. It’s like killing two birds with 
one stone—picking up information 
yourself and making friends of cus- 
tomers at the same time. 

In going over the financial state- 
ments of our customers, if we find 
that a farmer can be extended a 
$1,000 or $5,000 line of unsecured 
credit, we don’t keep it a secret. 
We tell him the next time we see 
him. It’s good business for the 
farmer and good business for us, 
too. 


What Is A Budget? 


A financial budget is considered 
to be an advance analysis of antici- 
pated receipts and expenditures. An 
advertising budget, however, is 
much more than this. It is a detailed 
presentation of expenditures nec- 
essary to put an advertising plan 
into effect, showing how much, 
where, when, and for what pur- 
pose the money is to be spent.— 
Robert Lindquist, vice president, 
The La Salle National Bank, Chi- 
cago, IIl. 
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In our town of Fremont, we have one of the outstanding regional 
4-H fairs in the United States, and we take an active part in the 
organization of this exposition. We don’t have a modern fair- 
grounds in our town, but the exhibits of livestock and home eco- 
nomics goods are put in tents right on the streets of Fremont. 
Thousands of people view the fair each year. 






CONDENSED STATEMENT OF CONDITION 


AT CLOSE OF BUSINESS JUNE 30, 1947 


DIRECTORS 


SAMUEL K. RINDGE 
Chairman of the Board 


HERBERT D. IVEY 
Pressdent 


MILO W. BEKINS 
W. J. BOYLE, Jr. 
WALTER H. BUTLER 
RALPH J. CHANDLER 
EUGENE P. CLARK 
DWIGHT L. CLARKE 
T. B. COSGROVE 
A. M. DUNN 
ERNEST E. DUQUE 
GEORGE W. HALL 
ROBERT E. HUNTER 
WIM A. INNES 
L. O. Ivey 
ROBERT W. KENNY 
WILLIAM S. ROSECRANS 
W. A. SIMPSON 
J. HARTLEY TAYLOR 
DONALD W. THORNBURGH 
E. C. WILSON 


Stock in Commercial Fireproof Building Co. - 
Head Office Building... ious 


Bank Premises, Furniture and Fixtares, ory 
Safe Deposit Vaults (Including Branches) .. 
Other Real Estate Owned, Carried at. 1.00 


Customers’ Liability under Letters of Credit 
and Acceptances 


Earned Interest Receivable. 
Other Resources. 


Reserves for Interest, Taxes, Contingencies, Etc....... 

Discount Collected - Unearned 

Letters of Credit and Liability as Acceptor or 
Endorser on Acceptances and Foreign Bills.. 

Other Liabilities [csssenipaas-cedetoceadentalebaronapdonsapenniise a 


RESOURCES 


$ 72,904,357.23 
215,814,787.59 
189,400.83 
2,004.00 
57,887,272.54 
300,000.00 


348,500.00 


1,353,948.30 


2,114,847.24 
855,456.66 
351,477.99 


--+- $352,122,053.38 


3,601,909.30 $ 13,601,909.30 
2,281,301.07 
202,906.13 


2,130,782.22 
94,312.77 
333,810,841.89 


$352,122,053.38 


Established 1890 


CITIZENS 


Hill Street Office: 736 So. Hill Street 


NATIONAL 


waerere —_e 


BANK 


Head Office: Fifth & ives rae Los etilin 


Subway Terminal Office: 439 So. Hill Street 


Conveniently located Branches throughout Los Angeles 
MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Insurance Coverage Stops 
Dishonesty Losses On Loans 


Your bank may sustain losses by 
reason of defalcation on the part 
of employees of other separate 
business establishments with whom 
. you do business. When your loan 
department considers a credit ap- 
plication, they are interested in the 
financial statement of the appli- 
cant. The validity of those items on 
the assets side of the Statement are 
extremely important. Suppose there 
are just four items— (1) cash on 
hand and in the bank; (2) accounts 
receivable; (3) equipment; and (4) 
inventories. There is always a pos- 
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sibility that any one of these items 
may, in effect, be a hollow shell. 
There may be extensive dishonesty 
losses concealed in any one of those 
four places. I think you will be the 
first to agree that such a situation 
may be true notwithstanding C.P.A. 
audits. That is no reflection upon 
the auditor or the audit and, as you 
know, an audit may mean little or 
it may mean much depending upon 
the work the auditor is engaged to 
perform. Those who cause such 
losses are trusted officers and em- 
ployees. The people with whom you 
do business have good reputations 
and honest faces. Their employees 
have good reputations and honest 


faces. But that does not mean that 
normal business precautions should 
not be taken. Did you see the 
March 10 issue of Life Magazine? 
Were you able to pick out the faces 
of the honest from the dishonest in 
that double page picturing those 
twenty-eight people? What was 
your score? Mine was not good. The 
only certainty of guarding against 
such risk of hidden dishonesty 
losses is to check on the list of in- 
surance coverages carried by the 
applicant for a loan to see if blan- 
ket fidelity coverage is one of those 
items and to see if such coverage, 
if carried, is in a sufficiently large 
amount. 

We are all of us looking to the 
future and interested in trends in 
crime of all kinds. Employee dis- 
honesty, robbery, burglary, all such 
losses, we find, run in cycles. For 
the past several years now we have 
been passing through a phase of 
improved experience. There is, we 
hope, some general long-time fa- 
vorable trend, and there are such 
things as the fine work of the F.B.L, 
but the pendulum always swings. 
Such things cannot be predicted 
with a certainty or the actual time 
of change anticipated with a cer- 
tainty, but it is generally expected 
that there will be increased losses 
—perhaps very soon. There are, 
currently and in the making, fac- 
tors which might give the pendu- 
lum a push or in themselves bring 
about such a change and already 
we see concrete evidence of their 
effect. 

J. Edgar Hoover’s Annual Bulle- 
tin for 1946 indicated that there is 
an upward trend in crime generally 
and that burglary increased 11.3% 
in 1946 and robbery 15.6%. More 
persons were arrested during 1946 
than any year during the past dec- 
ade. Mr. Hoover stated that juve- 
nile delinquents are graduating 
from petty thieves to armed rob- 
bers and into the field of more seri- 
ous crime. These are matters which 
concern us greatly, and they are 
bound to be reflected in loss ex- 
perience.—W. J. Nichols, executive 
secretary, Standard Accident In- 
surance Company, Detroit, Michi- 
gan. 


If, in addition to a vacation 
schedule, a program of transferring 
staff members to completely differ- 
ent positions for periods of two or 
three months can be established, 
material assistance to the safety 
program will be added. 
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Dealer Financing Assures 
Consumer Loans 


Our experience shows that, to 
obtain the retail financing you 
start with the wholesale financing. 
In other words, the man or concern 
who floor-plans trucks or cars, 
tractors or combines, or deep- 
freeze units for the local merchant 
is in much better position to expect 
the financing of the individual re- 
tail sale, which is the profitable end 
of consumer financing, than one 
who does not do it. 


In fact, just a year ago, a repre- 
sentative of one of the most sub- 
stantial, most successfully organ- 
ized finance companies, sat at my 
desk and smiled indulgently when 
I told him of the constant contacts 
our company has been making the 
last 12 years to bring our dealer 
and local banker together to the 
end that the dealer will take the 
prospective time, or part-time cus- 
tomer, to the bank before the sale 
is completed. The bank obtains the 
loan, the purchaser the equipment, 
and both the dealer and company 
receive their pay promptly. He 
said— 

“Oh yes, I know, the banks will 
take the ‘cream’ of that business; 
the uppercrust; the top strata, con- 
cerning which there is no question 
as to credit, no uncertainty as to 
the buyers’ ability to pay promptly, 
but our experience over a period 
of years has been that banks will 
not pay the price in effort and in- 
vestigation, or organize’ themselves 
to handle this business, or go out 
and seek it, and you will find if you 
limit your sales to those individuals 
who will be financed by the banks 
your competition will be outselling 
you so definitely that you do not 
have a chance.” 

Is he correct?—W. L. Clark, vice 
president, J. I. Case Company, Ra- 
cine, Wisconsin. 


The President, Finance 
Committee, And Trust 
Committee Report 

To Directors 


I am not sure that we have any- 
thing different than most other 
banks in regard to reports to direc- 
tors. We try to vary them enough 
from month to mcnth to make in- 
teresting reading and to give in- 
formation regarding operations of 
the bank without becoming too 
routine. 


August, 1947 





STATEMENT OF CONDITION 


MERCANTILE- COMMERCE 


BANK AND TRUST COMPANY 
Locust-Eighth-St. Charles 
ST. LOUIS, MISSOURI 


JUNE 30, 1947 


THE RESOURCES 
Cash and Due from Banks 





$83,5 16,709.15 


United States Government Obligations, di- 
rect and guaranteed (incl. $14,531,541.18 


pledged*) 


Other Bonds and Securities 


Demand and Time Loans 


Stock in Federal Reserve Bank in St. Louis- 
Real Estate (Company’s Building) 


149,715,961.85 
17,390,601.74 
92,419,148.16 
600,000.00 
2,790,536.40 


Other Real Estate (Bank of Commerce 


Building) 


Customers’ Liability on Acceptances and 


Letters of Credit 
Other Resources 


2,657,523.96 
224,576.47 
$350,093,303.55 


THE LIABILITIES 


Undivided Profits 


Reserve for Dividend Declared 
Reserve for Interest, Taxes, etc. 


Unpaid Dividends 


4,743,340.20 
250,000.00 
1,904,679.23 
3,369.55 


Bank’s Liability on Acceptances and Letters 


of Credit 
Other Liabilities 


Deposits, Secured: 


U.S. Warloan $ 1,943,305.95 


Other Public 


2,657,523.96 
258,635.11 


5,566,358.82 $ 7,509,664.77 


$255,008, 196.15 
56,736,645.72 


1,021,248.86 $312,766,090.73 $320,275,755.50 


$350,093,303.55 


* All securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 
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Our Trust Committee submits a 
detailed report of all purchases and 
sales during the month as required 
by regulations which also includes 
a record of business secured. This 
is approved by the Board. 

Our Finance Committee submits 
a report covering a summary of 
loans made, purchases and sales of 
investment securities, general ex- 
penses, taxes, etc. 

The President presents a report 
of operations for the month cover- 
ing a comparison of loans, invest- 
ments, earnings and expenses, also 
a report of business secured by 














officers and directors, and items of 
special interest which may occur 
from time to time. 

Of course, at the January meet- 
ing, officers are elected for the 
year and their salaries approved. 
Committees are appointed by the 
Chairman. Also from time to time, 
other routine reports are made, 
such as reading of the statement of 
condition, reports of officers’ bor- 
rowings from other banks, and any 
other matter which may require 
Board Action.—William C. Adam- 
son, vice president, First National 
Bank, Atlanta 2, Georgia. 
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New Duplex Recordak 
Now In Use 


Twenty-five Duplex Recordak 
microfilming machines were re- 
cently installed in the Check Col- 
lection Department of the Federal 
Reserve Bank of Cleveland, mark- 
ing the first installation of its kind 
in the country. 

These new machines, for which 
many banks have been waiting, 
photograph both the front and back 
of bank checks simultaneously. 

The machine “files” both front 
and back images of more than 
10,000 checks on each 100-foot roll 
of 16mm. film. F 

With this new machine, the 
Cleveland Fed will be able to 
photograph an average of 430,000 
checks a day. 

All checks in transit, except local 
and government card checks, from 
now on will be microfilmed, and 
with these film records in fire-proof 
vaults, the bank will be in a posi- 
tion to provide the best possible 
service to member banks. 

The bank expects to eliminate 
most of the extra cost which results 
ordinarily from the loss of checks 
in transit. Should a mail pouch 
filled with checks disappear en 
route, facsimile prints of the lost 
checks can be made from the mi- 
crofilm record. These will be com- 
plete copies showing both face and 
back of each check. 

Several months ago, a shipment 
of 3,906 checks with a face value of 
$554,304 was lost between Cleve- 
land and Akron. So far, all but 45 








President Ray M. Gidney of the Federal 
Reserve Bank of Cleveland watches George 
L. McCarthy, president Recordak Corp., in- 
sert first checks in new duplex recordak 
machine, one of sixty being installed in 
bank's main office at Cleveland and its 
branches at Cincinnati and Pittsburgh. 


of these checks have been traced 
and honored by the banks which 
last endorsed them. But the job of 
tracing them required 1,000 work 
hours and a cost of $2,100! 

The microfilming of checks elimi- 
nates this loss of time and money. 
The exposed film is simply sent to 
the local Recordak processing lab- 
oratory and facsimile prints made 
of both sides of every check—a 
service which the Federal Reserve 


Bank renders without charge to the 


Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 


AND TRUST COMPANY of Chicago ¢ 
208 SOUTH LASALLE STREET \, 
4 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 











member banks. 

The machine will also endorse 
the checks as they leave the ma- 
chine, saving an extra job in most 
banks. The endorser is designed on 
an entirely new principle. Known 
as the “roving type,” it moves from 
side to side and endorses each suc- 
ceeding check in a different loca- 
tion. Indistinct impressions caused 
by overlapping endorsements, are 
thereby reduced. 

This “duplex recordak’” also 
stamps the face of the check, a 
proof that it has been photo- 
graphed. This saves photographing 
a second time should stacks of 
checks, already recorded, get mis- 
laid. It also proves to the out of 
town bank that these checks were 
recorded on film by the Federal 
Reserve Bank in Cleveland. 

The Recordak Corp., manufac- 
turers of the Duplex microfilming 
machine, is located at 350 Madison 
Ave., New York 17, N. Y. 


Stop Payment To Settle 


A Disagreement 

A bank in Michigan was recently 
asked to stop payment on a check 
which the depositor said was given 
to a furniture house. The check 
finally came in and before return- 
ing it to the payee the bank tried 
to, find out from the drawer why he 
wanted the payment stopped. It was 
difficult to get him to tell the truth 
about the whole matter but the 
story finally developed as follows: 

His wife had gone away for a 
vacation. While she was gone, he 
had some furniture re-upholstered 
as a surprise to her. When she re- 
turned, she did not like the color of 
the upholstering, so the husband 
immediately stopped payment on 
the check which he had mailed just 
the day before. 


When To Make A 


Charge-Off 

Bad debts are a deduction for 
tax purposes in the year within 
which they become _ worthless 
either in whole or in part. For a 
bank, an order of the bank exam- 
iner to charge off a loan is sufficient 
evidence of worthlessness. Recov- 
eries on debts previously charged- 
off are not taxable if the charge-off 
resulted in no tax benefit. How- 
ever, if a tax benefit was received 
at the time they were charged off, 
the recovery is taxable to the same 
extent and must be included in 
taxable income.—Willard F. Heis- 
ler, Delaware Trust Company, Wil- 
mington, Delaware. 
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More Banks Join The 
Federal Reserve Par List 





The following places have now 
been placed on the par list as an- 
nounced by the Federal Reserve | 
Board and checks drawn on banks 
in these places will hereafter be 
paid at par. 

Alabama 

Andalusia—Commercial Bank 
Arab 































































































































































































Arkansas STATEMENT OF CONDITION 
Monticello JUNE 30, 1947 
Florida 
Palmetto RESOURCES 
Georgia Cash and Due from Banks . $ 44,166,690.95 
Blackshear _ U. S. Government Bonds - 85,524,041.00 
Colquitt—Citizens Bank Other Bonds and Securities . 5,844,212.33 
Winder Loans and Discounts . - 88,853,055.40 
Illinois Bank Buildings 588,891.12 
New Holland Furniture and Fixtures ns 296,593.77 
Kansas Other Real Estate Owned. . . . . 14.00 
Miltonvale Interest Earned, not Due . . 952,590.84 
Louisiana Customers’ Liability L/C . . . . . 72,584.28 
Barksdale Field Other Resources . . oe «8 « «+ eee 
Bastrop Total hienseeee $227,208,144.79 
Bossier City 
Donaldsonville 
National banks only LIABILITIES 
Minnesota Deposits. . - + $215,901,693.51 
Albert Lea Interest Collected, ‘net Eomed . 1,148,698.75 
All national banks Letters of Credit 172,584.28 
Minnesota Trust Co. Preferred Stock 700,000.00 
Duluth Common Stock 3,000,000.00 
Grand Marais Surplus . 3,500,000.00 
Luverne Undivided Profits . 1,021,142.67 
Richfield Reserves ha ee, 1,764,025.58 
Roseau Total Liabilities 3277, 208,144.79 
Missouri 
Crocker | 
Dixon — | HOME OFFICE PHOENIX, ARIZONA 
Waynesville 
Montana 
Checks on all banks are collect- | omy Eacellent Financial Institutions 
oa VALLEY VY NATIONAL BANK 





SAFFORD HAYDEN WICKENBURG PHOENIX TUCSON CASAGRANDE TOLLESON KINGMAN 





Checks on all banks are collect- — 
° PRESCOTT LITCHFIELD PARK AJO Saees, MORENC!I MESA CLIFTON DOUGLAS 
ible at par 7 


4 MIAMI! GLENDALE SUPERIOR COOLIDGE NOGALES WINSLOW WILLCOX GLOBE CHANDLER 
North Carolina 































































Feline MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 
Oak City 
Oklahoma — — _ —_—— _ 
Boswell 
Washington P lvani i 
Gig Harbor Brackenridge ‘Tennessee Now Has A —_, he wullatira’ bos, et trader 
: vault, shou e p under 
“nn eee pays ac Stop Payment Law dual control either by the use of 
est Virginia atertown l inati 
Middlebourne Texas Since publishing the table of state ports = betbarsenliners mys 
Pineville Boyd laws limiting a bank’s liability on“ on ree : ° ‘ 
Wisconsin Carrizo Springs stop payments, we have received ° Se eee 
Arcadia Goodlett word from The Tennessee Bankers ‘¢cured from the supplying vault 
Butler Lake Jackson Association that the Tennessee Company which will give the de- 
Durand Mansfield Legislature passed a law this year sired dual control. 
Eagle Virginia limiting the bank liability in Ten- ance 
Medford Capron nessee to six months and permitting “Capacity” in a credit study 
Mt. Calvary Courtland six months’ renewal if made in means the ability to succeed in 
Warrens Dinwiddie writing. business under adverse conditions. 
August, 1947 
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Answers To Bankers 
Monthly Quiz No. 51 


All are negotiable. 


a. After a check is certified it 

is the obligation of the bank 
certifying and, of course, only the 
drawee bank would certify a check. 


d. If you can enter any of the 
others with one depression of 

one hand, you have very long fin- 

gers—congratulations! 


4) a. and c. 


a. There would be 24 days in 

May, 30 in June, 31 in July and 
five in August. That would make 
90 days. 


b. It is important to know 
about this insurance if a loan 
is to be made on the art objects. 


c. Independence Day comes in 

July and Labor Day in Sept. 
There is no bank holiday in May, 
which is observed in all states. 
There are several southern states 
which do not observe Memorial 
Day. 


c. The city prefix in the transit 
numbers for New York City 


lal 


with $145,000,000 in 
resources, would like to 
handle your cash items for 
you...would welcome 

an account from your bank... 
would appreciate an 
opportunity to be of service 
to your customers when 

they come to Los Angeles. 

& TRUST CO. OF LOS ANGELES 


The Bank of Personal Service 
Member Federal Reserve 
System and Federal! Deposit 


Insurance Corporation 


WE HAVE NO BRANCHES 


banks is 1. No other city has that 
prefix. 


a. and b. There is no symbol in 
bank directories showing the 
bond-buying officer. 


10) c. Washington is on one dollar 

bills, Lincoln is on $5 bills, 
Hamilton is on $10 bills, and Jack- 
son is on $20 bills. 


b. and d. A one hundred dollar 

bill, a five, a two and a one add 
up to $108. A fifty, a twenty, a five 
and a two add up to $77. 


b. While it is true that some 
banks do post all “on us” 
checks at one run at the end of the 
day, or on the following morning, 
this is not always the case. How- 
ever, some banks do post “on us” 
checks at different times each day 
as they become available from the 
tellers and the mail department. 


i a. There are 50 pennies in a 
roll. 


a. The coins would be a fifty- 
cent piece, a quarter and a 
nickel. 


a. Information in the central 

file shows the kinds of accounts 
in the names of each bank cus- 
tomer. It is true that you could find 
out whether a customer has a vault 
box or not by going to the vault 
records but this is not one of the 
answers suggested with the ques- 
tion. 


a. and b. A note notice is, of 

course, not a cash item, for it 
will not be converted into cash. A 
chattel mortgage is never con- 
verted into cash although it secures 
a loan. 


b. While in a small bank, 

people working in the book- 
keeping department might open the 
mail, it is the common custom to 
have someone outside of the book- 
keeping department open the mail. 
One reason for this is that deposits 
in the mail should be proved before 
they are handed to the bookkeep- 
ing department. However, it is the 
bookkeeper’s job to answer inqui- 
ries regarding accounts only when 
officers or tellers ask for this in- 
formation. 


Nebraska Bankers Association, 
Nevada Bankers Association. 


b. Air mail goes from Washing- 

ton, D. C. to Richmond, Vir- 
ginia in three-quarters of an hour. 
It requires one hour to go to Phila- 


delphia and five hours to go to St. 
Louis. 


a. It is quite common to use 
the abbreviation B/E for ab- 
breviating bill of exchange. 


The Bank Financed A 
Closing-Out Sale 


One of the directors objected to 


a loan proposed by the president 
of a bank in Missouri. 


“T never in the world heard of 
such a thing as a bank lending 
money to finance a closing-out 
sale.” 


“It does sound funny,” said the 
president, “but that’s not exactly 
what it is. You see, this man who 
has been in business here for twen- 
ty years got into such a rut that he 
discovered when I checked over his 
inventory with him that he has an 
inventory about three times as 
large as he needs. 


“Furthermore, about a third of 
that inventory is made up of goods 
that are so old that they can not 
possibly be sold at the inventory 
valuation. If he kept them, he 
would go on carrying the inventory 
for some years to come, and he 
would lose something every year. 


“IT learned, when I went to the 
city last week that a wholesaler 
there has some plans for store re- 
modeling and revamping of the ar- 
rangement and the display of goods 
in the store. After considering the 
thing for half a day, I was con- 
vinced that this fellow here in our 
town could get ahead better if he 
held a closing-out sale. 


“He can get rid of everything he 
now owns in the way of merchan- 
dise, and have his store remodeled. 
Then he can open up with brand 
new merchandise. 


“So, I propose that this bank lend 
him money for remodeling, on the 
strength of his agreement to repay 
this money from returns from his 
closing-out sale.” 

The loan was made and it was 
promptly paid. The merchant was 
a better bank customer from that 
time on; in fact, the revamping of 
his store and his merchandising 
methods enabled him to make more 
money on a smaller inventory. 


Directors may be held liable for 
losses due to their negligence in 


permitting improvident expendi- 
tures in the conduct of the bank’s 
business. 
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Revolving Credit Set Up 
For Dealer 


While purchasing an electric re- 
frigerator, a Tennessee banker 
asked the dealer how he handled 
his financing. “I have been handling 
it myself,” the dealer explained. 

“Do you have enough capital to 
do it with?” asked the banker. 


“No, I haven’t,” said the dealer, 
“but my bank has been lending me 
$15,000. It has renewed my note 
several times, but now it is going 
to shut down on me. I don’t know 
what I’m going to do. I'll have to 
go to a finance company, I guess.” 

“How are your notes at the bank 
secured?” 


“They are secured with my cus- 
tomers’ notes.” 


“Why is the bank shutting down 
on you?” 

“Because they say it is too much 
work to keep the records on the 
notes. You see, when a note has 
been paid, I have to take it up and 
put another note in the bank to 
take its place. The banker says that 
this makes too much work for him 
because his clerks have to keep 
changing the list of collateral every 
few days.” 


The banker getting this informa- 
tion, saw an opportunity to handle 
the matter in a different way. 

“Tll tell you what I should like 
to do,” he said, “I should like to see 
if I can handle those loans for you, 
but I want to do it in this way: 
Take all of the customer’s notes 
that will be due within a month 
and I'll lend you money on those 
notes that will be due within thirty 
days. We’ll make a 60-day note for 
the collateral that matures in two 
months. 


“Tll give all notes back so that 
you will have them when they are 
due. 


“We'll take the notes which are 
due in three months and we’ll make 
a 90-day note for those. In that 
way, we'll make a new note for 
you every month. But the collateral 
you give will always stay in the 
bank without change until the note 
itself is due. 


“You must, of course, apply the 
payments you receive on these 
notes that I’m holding as collateral 
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CONDENSED STATEMENT 


FIRST NATIONAL BANK 


IN ST. LOUIS 
At the Close of Business, June 30, 1947 


RESOURCES 


Cash and Due from Banks 

U. S. Government Securities 
Loans and Discounts 

Other Bonds and Stocks 

Stock in Federal Reserve Bank 


$108,012,823.14 
163,515,806.84 
147,414,296.10 
8,214,637.85 
591,000.00 


Banking House, Improvements, Furniture 


and Fixtures 
Other Real Estate Owned 


326,453.30 
905,002.00 


Customers’ Liability a/c Letters of Credit, 


Acceptances, etc. 
Accrued Interest Receivable 
Overdrafts 
Other Resources 


2,335,988.44 
973,871.46 
14,704.63 
3,921.48 


$432,308,505.24 


LIABILITIES 


Capital Stock 
Surplus 
Undivided Profits 


$ 10,200,000.00 
9,500,000.00 
7,373,065.11 


Dividend Declared, Payable Aug. 29, 1947 and 


Nov. 28, 1947 


Reserve for Taxes, Interest, etc. 


Unearned Discount 


Liability a/c Letters of Credit, Acceptances, etc. 


Other Liabilities 

Demand Deposits 

Time Deposits 

U. S. Government Deposits 





480,000.00 
1,595,125.30 
224,466.76 
2,353,588.44 
5,145.75 
$338,795,868.53 
59,802,245.54 
1,978,999.81 


400,577,113.88 
$432,308,505.24 








toward the payment of the loan. In 
that way, we will not be making a 
capital loan. Yet, from your stand- 
point, it will serve the same pur- 
pose. We will have a series of 
self-liquidating loans that can’t be 
beaten.” 

The dealer saw the point and a 
revolving credit developed which 
was very profitable to the bank. 


Every job should be done the easiest way. The easiest 


Those banks which accept sealed 
parcels for storage at a declared 
value and issue receipts therefor, 
should consult with counsel and 
ascertain if this practice is subject 
to the Public Warehouse Act (or 
similar legislation) of their states, 
or if such practice is permitted 
under the Safe Deposit-Safekeep- 
ing statutes. 





way is the best way. 
—Daniel W. Josselyn. 





The job of a loan officer is to MAKE loans—not to turn them down. 


Character And Earning 
Power The Basis For 
Good Loans 


Much progress has been made in 
recent years in consumer credit 
banking. Today the doors of at least 
12,000 of the nation’s 14,000-odd 
banks stand wide for the consumer, 
the individual, his problems, his 
plans, his purchases, his progress, 
his well-being in a democratic na- 
tion ... a nation which may have 
been saved by the mass production 
made possible by installment sales 
financing, consumer credit. 

Almost without exception, the 
typical banker of today accepts the 
fact that character, plus earning 
power, is a part of the consumer’s 
capital, just as the earnings of a 
business can be capitalized, and is 
adequate security for credit. Add 
the magic of time for repayment, 
and you have a sound bank credit. 
—Gary M. Underhill, executive di- 
rector, Consumer Bankers Associ- 
ation. 


Aggressiveness And 
Conservatism In 
Consumer Financing 


There is no final authority or un- 
changing rule for the safe operation 
of a consumer credit department. 
The principles and policies which 
have been evolved and_ tested 
through years of experience should 
be carefully studied and adapted by 
the inexperienced or new operator. 
Our national economy has been ex- 
panding for 15 years and few banks 
with consumer credit departments 
have as yet experienced a full busi- 
ness cycle. 

A successful consumer credit op- 





OUR BANK-OF-THE-MONTH 
Under Construction 
CAMDEN STATE BANK 
CAMDEN, IND. 

W. O. Pettiner, President 


eration should at the same time be 
aggressive and conservative; com- 
petitive in rates and informed as to 
costs; alert to provide good service 
and yet thorough in credit investi- 
gation and analysis; and finally, 
sensitive to changing conditions and 
prompt to alter policies as the need 
arises. — C. C. Shively, president, 
State Industrial Bank, Columbus, 
Ohio. 


Industrial Investments 
Profitable To Employees 


With $140 billion invested in go- 
ing concerns in the nation today, it 
is evident that a majority of those 
who have risked putting their sav- 
ings to work in industry have prof- 
ited. Not only they, but their fellow 
Americans have gained by such in- 
vestments. 

The dollars invested per em- 
ployee in industry in this country 
are considerably greater than for 
the worker in any other country. 
Smart money has found it smart 


business to provide more and bet- 
ter tools for employees. It has en- 
abled those employees to produce 
more goods for more people at 
lower cost. 

More than that—machines pur- 
chased with risk capital have taken 
much of the drudgery out of fac- 
tory work, have created more jobs 
and have made possible shorter 
hours of work. Most significant of 
all, these machines have made it 
possible to raise wages because they 
have increased the amount of goods 
which could be turned out per 
worker. 


It is suggested that a signature 
card for vault boxes provide iden- 
tification records (signatures, fin- 
ger prints, or other descriptive 
particulars) for granting access. 
These records can also be used as 
a cross index of rented space in the 
vault. A rental record which re- 
cords the dates and amounts of 
rental income received, may be in- 
corporated on the reverse side of 
the signature cards. 


Recordak Serves Customers As Well As Bank 


We want Recordak proof of the many things we handle, 
for our protection and records as well as the protection of our 


customers. 


I have just had photostats made of three notes that a co- 
signer had to pay. He had lost the original notes and the Re- 
cordak picture we had will mean $120 to him. 

I am sure that if you were to ask our board what one part 
could be taken out of the bank, it wouldn't be the Recordak. 
Having used Recordak since Feb. 1936, we certainly can vouch 
for the value of the system.—]. Ford White, cashier, The First 
National Bank of Salida, Salida, Colo. 


We invite your inquiry on our 
full list of completed banks. 





LS & 


A. A. HENKEL & ASSOCIATES, INC... 


Bank Designers and Sngincers 
333 NORTH MICHIGAN AVENUE 


Chicaga 4 
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**They say Convention ts work, work, work 
.. . mot even time for a hack ride’’ 


Not quite, cabby. True, the F. A.A. has a convention 
schedule packed full of businessmen’s business...lectures, schools, 
forums, clinics... but most of the evenings will be free for social 
activities. 

During the day you can be sure that the convention will 
turn its ‘“‘back to Broadway.’’ But we venture to predict that 
during your New York sojourn you and your wife will find time 


to pay your respects to Manhattan’s celebrated entertainment. 


Don’t miss the 32nd Annual Convention of the F. A. A. 
Make your reservations through Preston E. Reed, Executive Vice- 


President, Financial Advertisers Association, 231 South LaSalle 


Street, Chicago 4. 


32nd Annual F. A. A. Convention 


October 6, 7, 8, 9 The Waldorf-Astoria, New York 








COND Wewnrr 


Check Certifier Prevents 
Forgery And Alteration 


A new, advanced method of check 
certification which safeguards both 
the bank and its depositors by pro- 
viding important protection against 
forgery and alteration has been in- 
troduced by the Security Certifier 
Company, New York. 

Known as the Security Certifier, 
this sturdy, hand-operated model 
renders complete certification in one 
simple operation. A flip of the han- 
dle serrates and prints the bank 
name, the amount, date and serial 
number on both the front and back 
of the check. 

Without tearing or otherwise 
damaging the paper, the Certifier 
cuts the impression into the fibre, 
carrying the ink entirely through 
from both sides, printing one side 
in red and the other side in blue. 

Additional features are a padlock 
which provides maximum assurance 
against unauthorized tampering, 


Check What You Need And Mail This Form 


. Accounting Forms 
. Accounting Machines 
. Addressing Machines 


Architects and Builders 
Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 
. Changeable Signs 


Checks 


. Check Book Covess 

. Check Cancelling Pertorators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 


. Checking Account Systems 


. Christmas Savings 
. Coin Bags 

. Coin Boxes 

. Coin Changers 


. Coin Counting Machines 


THE BANKERS SECRETARY 


29. 


30. 
31. 


Coin Counting and Packaging 56. Past Due Notices 


57. Pay Roll Envelopes 
58. Personalized Checks 


Coin Sorting and Counting 59. Personal Loan Advertising 
. . 60. Personal Loan Collection 


Machines 


32. Coin and Currency Trays 


a. 
34. 
35. Currency Straps 
> 


Coin Wrappers 
Coupon Books 


Dating Machines and Stamps 


37. Deposit Ticket Files 
. Desk Pen Sets 
. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 


Filing Cabinets 


43. Forms, One-Time Carbon 
. Forms, Continuous 
45. Inter-Office Communicating 


Systems 


. Interest Tables 


. Lamps 
. Lighting Systems, Fluorescent 


. Maps 


. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago §, Il. 


Please have buying information sent us on the items cireled above. 


Envelopes 


. Personal Loan Systems 
. Photographic Bank Systems 


. Proof 


jachines 


. Rubber Stamps 
. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 
. Safe Deposit Records 
68. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 
. Seals, Coin Bag 
. Seals, Corporation, Notary, etc. 
. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 
. Travelers Checks 
. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
. Window and Lobby Displays 


and a keybase and serrating roll 
made of solid brass to prevent 
warping. 


Despite its size and the sharp, 
neat impressions rendered, the Cer- 
tifier is by no means a delicate ma- 
chine. As a result, only a minimum 
of cost is required for upkeep and 
service. This practical little ma- 
chine is delivered fully equipped 
with the certification plate made to 
the banks’ specifications. 

The Security Certifier Company, 
5 Beekman Street, New York 7, 
N. Y., will gladly provide additional 
information. 


New Advertising Service 
For Banks 


Eye’ Catchers Bankads is a new 
advertising service for banks which 
is limited in its circulation to only 
one bank in each city or town. 
Twelve ads a month are furnished, 
complete with an eye catcher illus- 
tration, copy, and layout, for news- 
paper advertising. Different phases 
of banking are covered. A sub- 
scription brings two monthly Proof 
Books together with a complete set 
of mats to match each ad appearing 
in the Proof Book. 

A Bankad subscription costs $15 
per month. Trial subscriptions are 
available. 

More information regarding this 
service may be obtained by ad- 
dressing Eye’ Catchers Inc., 10 East 
38th Street, New York 16, N. Y. 


WE ARE NOW IN A POSITION TO ACCEPT A 
LIMITED NUMBER OF ASSIGNMENTS IN THE 
CAPACITY OF ARCHITECTS AND ENGINEERS 
IN YOUR NEW BUILDING OR MODERNIZA- 
TION PROGRAM OR WILL ACT IN A CON- 
SULTING CAPACITY. 

Over Twenty Years Experience 


BANKERS ARCHITECTURAL & ENGINEERING CO. 
Four Licensed Architects . 
120 CLYDE AVE., EVANSTON, ILLINOIS 
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Cellophane Tape Used 
To Advertise Banks 


A highly potent method of bank 
advertising has come to the fore 
recently in the new Mark’Andy 
Ready-To-Stick Tape. 

Introduced by the Mark Andrews 
Co., this sticky cellophane tape can 
be printed with any message or 
design desired. A color selection in 
tapes is also offered. 

Practical as a sticker, a sealer, 
and for signs, the new tape is pres- 
sure sensitive and sticks without 
moistening. Once the text of the 
message has been decided upon, 
brightening up an envelope, pack- 
age or the like with a few words 
about the bank is a pleasure rather 
than a task when using this handy 
little advertising tool. 

Further details about Mark’Andy 
Ready-To-Stick Tape may be ob- 
tained from the Mark Andrews Co., 
St. Louis 22, Missouri. 


An All-Leather Mailbag 


For hauling checks to the clear- 
ing house, mail to the post office or 
valuable records to other banks, the 
Canvas Products Corporation of 
Fond du Lac, Wisconsin, invites you 
to consider its Deluxe, all-leather 
mailbag. 





Available in four sizes ranging 
from 14”x18” to 20”x30”, the Deluxe 
is constructed of chrome tanned 
cowhide with natural color strap- 
leather top and bottom and side re- 
inforcement. 

To insure maximum protection 
against possible rifling or excessive 
wear, all important seams have been 
double stitched and riveted. 

Heavy metal bell studs, bang 
plates and lock strap loops are 
plated to provide additional safety 
and durability. 

The locking device, an important 
consideration on a bag of this type, 
consists of a long metal-tipped 
leather strap securely riveted at one 
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Suppose, instead of being a banker, 
you were simply a depositor. Here 
you are walking down the street and, 
as you pass your bank, it occurs to 
you that you need a new checkbook. 
So = drop in and prepare to stand 
in line behind a lot of people who 
are making deposits. BUT. just as 
you're ready to step into line, you see 
a nice big sign that says “GET 
CHECKBOOKS HERE.” That's 
plain enough! Therefore you approach 
that point and there you find a pleas- 
ant person who has charge of the 
“check department.” 


He or she, as the case may be, sug- 
gests to you that, instead altéin the 
conventional checkbook the bank has 
always supplied, you start usin 

pre i which are numbered ona 
which bear your printed name and 
address. Here also is a nice cover with 
your name stamped in gold. And the 
whole box, including 200 checks, is 
only $1.25. Or, if you want a three- 
on-a-page business checkbook, here is 
a wide selection of styles and colors 
which will cost you only $2.75 for 
500. Or perhaps you want a smaller 






























—— — - 


end near the top of the Deluxe. With 
the top flap closed, this strap passes 
through a series of heavy steel lock- 
ing loops located on the front of the 
bag before finally itself engaging a 
steel padlock loop. 

An auxiliary handle has been 
added to the bottom of the 20”x30” 
Deluxe to make carrying easier. 

In addition to the Deluxe, the 
Corporation manufactures heavy 
duty canvas mailbags, interoffice 
distributing cases and zipper equip- 
ped canvas depository bags. 

For additional information ad- 


GET CHECKBOOKS HERE 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


three-on-a-page book for home use. If 
$0, you can have an equally good selec- 
tion of colors at an equally low price. 


Now do you buy? You do, because 
it’s something you've always wanted. 
Your bank check is a pretty important 
piece of paper to you. It’s your own 
ersonal currency and now you can 
oe it truly personalized at a cost so 
low it isn’t worth considering. And 
you feel relaxed, too, as you discuss 
the question, because you're not hold- 
ing up a lot of people who have 
other Geninets to transact. So, as you 
decide on what you want and write 
out your copy, your checking account 
takes on new dignity. It becomes 
more important to you. You feel a 
little closer to your bank and you 
experience a little extra glow of 
friendship as you walk out. 
Is this little dramatization somewhatex- 
aggerated, Mr. Banker? Perhaps... but 
not very much. It’s something which 
can be achieved in more instances than 
you realize. A nice young lady or a 
leasant young man can do a marve- 
ous customer relations job with a 
“check department”. Let’s talk about it. 












dress Canvas Products Corporation 
of Fond Du Lac, 19 E. McWilliams 
St., Fond Du Lac, Wisconsin. 


Old Rubber Revitalized 


By revitalizing old rubber on 
typewriter platens, rollers, friction 
wheels, etc., a new liquid treatment 
known as Rub-R-Vive spares dis- 
card and greatly increases the use- 
fulness of many types of rubber 
parts. 


Rub-R-Vive is applied with a 
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COIN COUNTING MACHINES 








Abbott Motor-Driven Coin Counting Ma- 
chine. A strictly heavy duty machine, 
rapid and durable, especially adapted for 
the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-automatically ot 
any multiple of 100 coins. Can also be 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and 
tokens at no extra cost. 

Other hand and electric models available. 


ABBOTT COIN COUNTER COMPANY 
143rd ST. ond WALES AVE. 
NEW YORK 54, NEW YORK 




















































Passhaos are Passnorts 
TO YOUR BANK 


William Exline Inc., has 
specialized in passbook and 
fine quality bank printing for 
nearly half a century. Let 
us. help you provide your 


e Savings Passbooks 
ks 
e loan Passboo 
’ Commercial Passbooks 
Cases 
e Pocket Check 
. Personalized Check Covers 
e Deposit Slips 
 Passbook Envelopes 
ts 
e Statement Shee 
e Machine Posting Passbooks 
e Bill Straps 
e Coin Wrappers 
e Pen Ruled Forms 


JS XLINE Tuc. 


1273 Ontario Street, Cleveland 13, Ohio 





ADVERTISING 


S IGLI SPECIALTIES 

117 West 33ed $t., MW. Y. 3, N.Y. 

Serving Banking Institutions for Over 25 Years. @Ask about 

our “Key Insurance” Tags with Chain; if depositor's keys 

are lost, the keys will be returned to your institution 

@SPECIALTIES FOR ANNIVERSARIES AND OPENINGS. 
Write for Samples and Prices. 





cloth or brush directly to the rub- 
ber surface. It is also very effective 
as a type cleaner and ink remover. 
An inquiry about it to the manu- 
facturer, Schwartz Chemical Co., 
326-328 West 70th Street, New 
York 23, will bring many special 


| applications and further general 


information. 


Plastic Typewriter Cover 
Light Weight And Durable 


A new kind of plastic typewriter 


| cover weighing little more than a 
| few sheets of paper but tough and 


durable as a cover many times as 


| heavy has been introduced by Bud- 
| lew Products Co., Chicago. 


The new cover, named the Belle- 
Vue, is made of translucent vinyl- 


# | resin plastic material, olive drab in 
| color. In the standard 11-inch size, 


it weighs but 134 ounces. 

One of the many outstanding 
features of the Belle-Vue is its ex- 
treme flexibility. Unlike others, this 
cover may be folded to palm size 
and tucked away in a drawer 
corner when not in use. 

Wrinkles, folds, creases result- 
ing from storing the cover, do not 
affect this new plastic material 
which quickly smoothes out when 
put to work again. In addition, the 


ONE-OPERATION 
Note Register Forms 


SIDNEY FELDSER 


Bank Printers @ Lithographers e@ Stationers 
Lancaster, Penna. 





BEST’S INSURANCE GUIDE 


with KEY RATINGS 


The 1947 GUIDE shows—at a glance—the policy-holders’ and financial ratings 
of all stock, mutual, reciprocal and Lloyds fire, casualty, marine and surety in- 
surance companies operating in the United States, whether domestic or foreign. 


Also—based on the latest financial statement of each company—five-year com- 
parative distribution of assets, five-year financial and underwriting exhibits, 
and states where licensed—an almost inexhaustible fund of data you will use 
daily! Another valuable feature is a list of company groups and fleets. 


All this information—vital to the protection of everyone interested in insur- 
ance—in accurate and complete form in the 1947 GUIDE. The cost—only 


$6.08 (including postage) a copy! 


ALFRED M. BEST COMPANY, INC. 


75 FULTON STREET 


NEW YORK 7, N. Y. 


cover is waterproof, dustproof, and 
acidproof and despite the type of 
handling will not crack or peel. 


These non-inflammable covers 
vary in size from the standard 11- 
inch model through the large 26- 
inch style. The Company also offers 
its product in sizes to fit portable 
typewriters, duplicating machines, 
and electric fans. 

Additional information may be 
obtained by writing to Budlew 
Products Company, 20 E. Jackson 
Blvd., Chicago 4, Il. 


Linolite Increases Seeing 


Comfort And Efficiency 


The Frink Corp., New York, has 
added a new Linolite Slimline ser- 
ies to its well known line of engi- 
neered fluorescent fixtures. 

Finished in white enamel baked 
at 350 degrees F., the new units 
are eight feet long, made for either 
two or four lamp operation, and 
can be mounted as individual units 
or connected to form continuous 
rows of light. 

High levels of engineered light- 
ing can be provided by these 
attractive fixtures which are avail- 
able with framed glass side panels 
to light adjacent ceiling areas or 
with all metal sides. 


Glareless light, increased seeing 
comfort and efficiency and reduced 
eye fatigue are but a few of the 
many advantages offered through 
use of the new series. 

Two conveniently hinged louvre 
frames with specially designed 
latches grant easy access to the in- 
terior of the fixture. Lamp changes 
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or dusting can be completed in a 
matter of minutes. 

The two lamp unit is 4% inches 
deep, 114% inches wide and 97 
inches long, while the four lamp 
fixture measures the same in 
length and depth, but is 15% 
inches wide. 

Address the Frink Corp., 27-01 
Bridge Plaza North, Long Island 
City 1, New York, for further de- 
tails. 





Intercom System Serves 
Key Points In Bank 


Whether your bank is housed in 
a single-story building or a three- 
floor structure there will always be 
departments out of reach and, dis- 
counting the telephone, out of voice. 

To ease this situation as well as 
to keep the switchboard open for 
outside calls, Dictograph Products 
Inc. offers its popular Electronic In- 
tercom system. 

Consisting of a small, simply op- 
erated master station and as many 
as 10 sub-station connections, the 
Dictograph can be placed wherever 
the need for time saving communi- 
cation exists. 

An incoming call indicator on the 
master station enables the user to 
know immediately when he is being 
called. All-call paging is optional. 

Sub-stations provide single call 
facilities to master station only. 


Privacy and call-back features are 
optional. 

For further detail about this low 
cost, quality intercom system, con- 
tact Dictograph Products, Inc., 580 
Fifth Avenue, New York 19, N. Y. 


New Endorsograph. Features 
Many Mechanical Changes 


Mechanical changes in the En- 
dorsograph, check endorsing ma- 
chine, have recently been an- 
nounced by Commercial Controls 
Corporation, Rochester 2, N. Y., 
manufacturer. There is a new me- 
chanical trip which is very sensi- 
tive and 
adjustment indefinitely. 

Improvements were made not only 


to prolong the life of the Endorso- 
graph but to enable it to give bet- 


ter, quieter and trouble-free oper- | 
“The new machine has been | 


ation. 
on field test for over a year and to 
date,” reports the manufacturer, 


“there have been no service calls | 


on the test model.” 


An outstanding new feature is its | 


flexible feed which permits selec- 
tive positioning of the endorsement 
to prevent obliteration of prior en- 
dorsements. It can be used for 
straight endorsing or canceling, in 
conjunction with listing or posting 
machines, or in combination with 
check microfilming. As the changes 
have been mechanical, the outside 
appearance of the Endorsograph has 
not been altered. 


Operating experiences and tests 
show that the life of fluorescent 
lamps depends to a considerable 
extent upon the number of burning 
hours per start. The longer the 
lamps are burned for each time 


they are turned on, the longer the | 


overall life will be. 








Specify A. C. or D. C. 
COMMERCIAL STATIONERY COMPANY 


325 W. Madison Street : 
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ELECTRIC COIN 


SORTS 1,000 Coins a Minute — lc ~- 5c - 10¢ - 25¢ = 50c 


State 2444 : Chicago 6, Illinois 








SORTER 


This COIN SORTER is the po of 
many years of work by the foremost 
engineers in the manufacturing field. 

Operation simple—place mixed coins 
in large hopper—turn on switch—1, 
coins a minute are sorted into indi- 
vidual boxes, ready to be counted and 
yy ped or bagged for bank deposits 

or future change requirements. 

"te machine is always available 
when money is to be handled—steadily 
all day—once a day—or a few times 
a week. 

Construction—the machine is entirely 
metal—finished in crinkle black paint— 
hopper and coin carrier are polished 
aluminum. 22 inches wide, 9 inches 
deep, 10 inches high, weighs 30 
pounds. 










Electric Model ........ $290.00 F.0.B. 
Hand Model .......... 225.00 Chicago 
The hand model does not sort Half 
Dollars. 





is said to maintain its | 








Whatever the size of your bus- 
iness, you will save time and 
money using 

Model 250 for gm..g 
endorsing. 

Write for complete 
information today. 





WITH.. 


STEEL-~ > «RONG 


Automatic 
COIN WRAPPERS 
OSt 


ISTAKES 
aRE impossiBle 


Windows, Amount 
Always in Register! 


* They wrap all coins from 1¢ to 
$1.00 so accurately — they're 







memufactured on specially de- 


signed machines to give this 
Free 

precision — any chance of error 
Samples- is eliminated. Patented Red Win- 

dows not only reveal amount 
WRITE and denomination but give ease 
TODAY 


of visibility. Unmatched by com- 
TO petition, these Wrappers are 
DEPT. A the biggest sellers in America. 


The €. Le DOWNEY Company 


HANNIBAL MISSOURI 


Largesd Mri. of Casm Wranmers 
f t 





CUMMINS ELECTRIC ENDORSER 


Saves Moucy 


PAYS FOR ITSELF IN A SHORT TIME 


Cummins 250 Electric Endorser eliminates 
one complete handling of checks if used in 
combination with a microfilming machine or 
| in conjunction with adding or proof machine. 
@ AUTOMATICALLY INKS, ENDORSES, 


DATES and stacks in proper order as fast 
as you can feed it. 


@ ENDORSES all sizes of checks. No skips. 
@ EASY TO OPERATE, no experience re- 


quired. 


@ QUIET, vibrationless. 
@ PORTABLE, can be used 


anywhere. 












































Lummins Business Machines 
























SOLID BRONZE 
SIGNS & NAME PLATES 


Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 
trated catalogue to Dept. BM. 


——- ae 


MR.BARRETT 


“Bronze Tablets Headquarters” 


UNITED STATES BRONZE 


SIGN CO. INC. 
NEW YORK 12, N. Y. 


570 BROADWAY 


Since 1896 
A Complete Line of 
Money Wrappers for Banks 


STANDARD PAPER GOODS ‘co: 


WORCESTER 8, MASS. 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
, Order from your sta- 
tioner or typewriter 
dealer. 





| Smile-Master Newest 
| Sturgis Posture Chair 


Four seating improvements re- 
cently introduced by the Sturgis 
Posture Chair Co. have been incor- 
porated in its latest model posture 
chair named “The Smile-Master.” 

These advanced features include 
full cushion seat of ‘“Nukraft,” 


| backrest that fits the natural curve 
| of the back, easy and positive ad- 
| justments, 
| Flex” backrest support. 


and the new “Firm- 


Three layers of ‘““Nukraft’” make 
possible the extra depth full cush- 


| ion seat which through its 3-inch 


thickness 
comfort. 
Foam rubber and “Nukraft” have 
been combined under attractive up- 
holstery to provide a backrest of 
ample size designed to fit the natu- 


promotes  all-day-long 


| ral curve of the back. A backrest 
| support rendering added strength, 


to the chair without interfering 
with the free movement of the body 


| is optional. 


Vertical and horizontal backrest 


| as well as seatheight adjustments 
| on the Smile-Master are easy, quick 
| and positive. No tools are required 





to bring the chair to the position 
you desire. A flip of the fingers and 
the hand wheels are adjusted. 


Upholstery is available in a va- 
riety of colors in genuine “Versi- 
lan,” fabrics and leather. Parallel- 
ing this excellent workmanship is 
the Sturgis Infra-Red process 
baked-on enamel which gives a 
warm permanent finish that is un- 
affected by cold, heat, or dryness. 
Available in colors to match stand- 
ard colors of metal desks. 

Further details may be had by 
addressing The Sturgis Posture 
Chair Co., Sturgis, Michigan. 


New Rubber Floor Mat 
Stops Foot Fatigue 


Tellers and clerks whose work 
requires them to spend long peri- 
ods of time on their feet, will wel- 
come the marketing of a new and 
unique rubber floor mat designed 
to eliminate fatigue. 

Introduced by the Avenue Man- 
ufacturing and Sales Co. of Chica- 
go, the “Magic Mat,” as the new 
product has been called, consists 
of over 2,000 one-quarter-inch 
high rubber cones which cushion 
the feet. 

The black, non-marking mat is 
21144 inches square, with a center 
layer thickness of 3/16 of an inch 
and an overall thickness of 11/16 
of an inch. 

Among the many interesting 
features of the “Magic Mat” are 
its self cleaning construction and 
the presence of cones on both sides 
for longer life. This latter feature, 
in itself an outstanding achieve- 
ment, has served to provide the 
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mat with an added safety measure 
as well as an important eliminator 
of fatigue. 

Since there are no holes for dirt 
to slip through, cleaning the mat 
is a very simple matter. Just turn 
the mat over, the dirt falls out, 
turn over again and replace. 

The Avenue Manufacturing and 
Sales Co., is located at 1835 North 
Milwaukee Ave., Chicago 47, IIl. 


Automatic Dater, Recorder 
Standardizes Payment 
Book Forms 


Bank officers requiring the use 
of predated payment books, such as 
personal loans and mortgages, in 
their departments will be interested 
to learn of the 
new combined 
automatic dater 
and amount re- 
corder devel- 
oped and offered 
by the Roberts 
Numbering Co., 
of Brooklyn, 
i 

Use of this 
method of 
speedily pre- 
paring books 
from loose leaf 
forms, enables a 
bank to stand- 
ardize on one 
form of payment book. In addition 
to this decided advantage, the ma- 
chine simultaneously prints the 
class of loan, the month and day 
payment is due, and the amount of 
the payment due. Each of these 
classifications can be quickly 
changed from one loan to the next. 

Both the coupon to be submitted 
with the payment and the stub re- 
tained in the book are stamped with 
identical information. A_ special 
duplicating arrangement on the 
dating section makes this important 
feature possible. 

Four additional figure wheels can 
be quickly and easily attached to the 
machine to make each impression 
show the mortgage or account num- 
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ber. The bank name, “Received,” or 
any other legend desired, may also 
be shown on each stamping by 
equipping this self-inking device 
with a small die plate. 

Contact Roberts Numbering Ma- 
chine Company, 694 to 710 Jamaica 
Avenue, Brooklyn 8, New York, for 
further detail. 
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SOLVE COMMUNICATION PROBLEMS 

















New Intercom Book 
Offered By Executone 


“How To Solve Communication 





Problems” is the title of a valuable | 


little book describing the many 
uses and time saving features of 
electric inter-com and sound sys- 
tems made by Executone, Inc. 
The book tells how top men need 
not lose time waiting for assistants 
to bring information and reports. 
It shows how to cut the time-loss 


when trying to clear inside calls | 


through the busy switchboard. 

This timely, well 
book is available to you free of 
charge, by writing, on your letter- 
head, to Executone, Inc., at 415 
Lexington Ave., New York 17, N. Y. 


Electric Cleaner-Blower 


Ideal Industries, Inc., 5091 Park 
Avenue, Sycamore, [I1l., announce 
a new completely redesigned port- 
able electric cleaner which vacu- 
ums, blows, sprays or dries de- 
pending upon the function desired. 

The cleaner is available in two 
models, 14% or 9% pounds, and 
features a popular “4-in-1” versa- 
tility which permits easy and rapid 
change over from one kind of work 
to another. 

Sealed ball bearings and air 
stream cooling scrolls permit con- 
tinuous operation without over- 
heating. 


illustrated | 












Allison 


COUPON 
COMPANY 
INE, 



















NOTHING LIKE IT 






For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 


nothing equals the Payment Coupon 










Book. It combines all notification work, 





all posting forms and all receipts in 





one simple booklet that requires only 









a minute or two to prepare. 


Until you learn all about this modern 


method, you will never enjoy freedom 







from detail and unnecessary expenses. 






Samples of what we have done 
for others and complete informa- 








tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 






























CHANGEABLE 











BULLETIN, DIRECTORY, 
MENU & STATISTICAL 
BOARDS 

































































Desk and Grille name plates. 
In and Out Registers. Change- 
able Signs for every purpose. 
Suitable for indoor or outdoor 
use. 









Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 E. 12th St., New York 3, N. Y. 














First National, Shreveport 
Makes Staff Changes 


The following promotions and 
appointments headlined recent 
staff changes at The First National 
Bank of Shreveport, La. 

Two officers, H. Kneeland Phelps, 
Jr., and Odell Rogers, were named 
to vice presidencies. Mr. Phelps, 
former cashier, was also appointed 
a trust officer. H. Clinton Teacle, 
vice president, will assume in ad- 
dition to his present duties, those 
of cashier. 

Ira Y. Bicknell, assistant cashier 
and Leslie A. Cowley, manager of 
the agriculture and livestock de- 
partments, were made assistant 
vice presidents. 


Hahn Now Executive 
Vice President Of Union 
Bank And Trust Co. 


Union Bank and Trust Co. of Los 
Angeles has announced the ad- 
vancement of Herman F. Hahn from 
vice president to 
executive vice 
president; elec- 
tion of Edward 
H. LeBreton to 
the position of 
vice president; 
promotion of W. 
C. Neary from 
cashier to vice 
president and 
cashier, and of A. J. MacLennan to 
the post of assistant cashier. This 
announcement followed action by 
the board of directors at its July 
meeting. 


Herman F. Hahn 


First National Exchange Bank, 
Roanoke, Va., recently announced 
the election of Robert H. Daniel, 
trust officer, to a vice presidency in 
charge of investments. Mr. Daniel is 
the first to hold this newly created 
office at the bank. 


N. Y. Trust Promotions 


Recent promotions at the New 
York Trust Co., New York City, 
advanced Clinton D. MacConnell 
from an assistant vice president to 
vice president, Thomas Hildt, Jr., 
and Edmund A. Mays, Jr., from 
assistant treasurers to assistant vice 
presidents. 

Also announced was the appoint- 
ment of Edward L. Palmer as as- 
sistant treasurer and John H. Baile 
and Edwin A. Lee as assistant sec- 
retaries. 
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New Directors 


American National Bank of Kala- 
mazoo, Kalamazoo, Mich.: Wil- 
liam J. Lawrence, Jr., chairman 
of the board of Superior Pine 
Products Co., Ga. 

Bankers Trust Co.,-New York, N. 
Y.: Justin R. Whiting, president 
of Commonwealth & Southern 
Corp. and Consumers Power Co., 
Michigan. 

Crocker First National Bank of San 
Francisco, San Francisco, Calif.: 
Sydney G. Walton, vice president 
of Matson Navigation Co. 

Delaware Trust Co., Wilmington, 
Del.: James C. Dillon II, vice 
president of the Wilmington Sash 
& Door Co., and director of the 
Central Building and Loan Assn. 

First National Bank, Denver, Colo- 
rado: Sidney L. Brock, vice presi- 
dent. 

First National Bank & Trust Co., 
Montclair, N. J.: James D. Car- 
penter, senior member of legal 
firm of Carpenter, Gilmour & 
Dwyer of Jersey City. 

Hartford National Bank & Trust 
Co., Hartford, Conn.: H. Mans- 
field Horrier, president of the 
United Aircraft Corp. 

Lincoln National Bank, Cincinnati, 
Ohio: H. Tracy Balcom, Jr., 
president of Geo. Wiedemann 
Brewing Cc., Inc., Newport. 

Live Stock National Bank, Sioux 
City, Ia.: David A. Noble, former 
member of the Sioux City Board 
of Education, and_ secretary- 
treasurer of the Iowa Stock Pig 
Co. 

Mercantile National Bank, Dallas, 
Texas: S. Marcus Greer, vice 
president. 

Texas Bank & Trust Co., of Dallas, 
Tex.: Frank I. Brinegar, execu- 
tive vice president and director 
of Continental Supply Co. 

Title Guarantee & Trust Co., New 
York, N. Y.: William V. Law- 
rence, executive vice president of 
Lawrence Investing Co., Bronx- 
ville, N. Y. 


Denver National Elects 
Van Schaack, Chairman 


Henry C. Van Schaack, widely 
known Denver realtor, and a direc- 
tor of The Denver National Bank 
for over twenty-five years, recent- 
ly was elected chairman of the 
board succeeding the late James B. 
Grant. 

President of Van Schaack & Co., 
he also is a member of the board of 
directors of the Potash Co. of 
America, the Denver Dry Goods 
Co., American Crystal Sugar Co., 
and a number of other corporations. 

Elected to fill the vacancy cre- 
ated by Mr. Van Schaack’s ap- 
pointment, was Richard M. Davis 
of the law firm of Newton, Davis 
& Henry. 

The new director is also a mem- 
ber of the board of the American 
Crystal Sugar Co., a director of the 
Denver Chamber of Commerce and 
a trustee of the Colorado Museum 
of Natural History. 

At the same time announcement 
was made of the appointment of 
George H. Alff as traveling repre- 
sentative of the bank. 


Samuel B. Stewart, Jr., member 
of the New York law firm of Blake, 
Voorhees & Stewart, and for many 
years representative of the Bank 
of America in eastern legal mat- 
ters has been appointed vice presi- 
dent and general counsel of the 
bank and a member of its advisory 
council. 


Harry E. Richards has_ been 
elected vice president in charge of 
the newly created real estate loan 
division of the Second National 
Bank of Houston. Mr. Richards has 
been actively engaged in the real 
estate business for 26 years. 


Deluxe Check Printers 
Move Into New Homes 


DeLuxe Check Printers, Inc. is 
now occupying new homes in its 
Chicago and Kansas City locations. 
Both buildings are new, modern, 
one-floor structures, the Chicago 
building containing 61,000 square 
feet and the Kansas City plant 
15,000. Additions have been made 
to the company’s St. Paul building, 
and plans are on the drawing board 
for two new buildings in the East. 

G. W. McSweeney, president of 
DeLuxe, refers to these new projects 
as a “catch-up” program rather 
than an “expansion” program. 
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P. M. Brown, Director 
National Bank Of Detroit 


Another name of national prom- 
inence was added to the board of 
directors of the National Bank of 
Detroit recently 
with the election 
to its distin- 
guished member- 
ship of Prentiss 
M. Brown, chair- 
man of the board 
of the Detroit 
branch of the 
Federal Reserve 
Bank of Chicago. 

Democratic 
Congressman 
from Michigan’s eleventh district 
in 1932-36; Senator, 1936-43; O.P.A. 
Administrator, 1943, Mr. Brown has 
served as chairman of several im- 
portant Senate committees. 

He was also a member of the 
Banking and Currency Committee 
which drafted legislation establish- 
ing such agencies as H.O.L.C., 
F.H.A., the Banking Act of 1933, 
Rural Electrification, and important 
amendments to the R.F.C. 

A member of the Business Advi- 
sory Committee of the Department 
of Commerce, Mr. Brown is, in ad- 


Prentiss M. Brown 


dition, vice president of the Union - 


Terminal Piers and the Paulding 
Sugar Company, a director of the 
Great Lakes Sugar Company, and 
maintains an advisory eonnection 
with the law firm of Brown, Fenlon, 
Lund and Babcock. 


Sixth farm field representative 
recently appointed by the First Na- 
tional Bank, Portland, Oregon, is 
Robert G. Fowler, formerly with 
the Oregon State College extension 
service. Three livestock inspectors 
and two turkey production loan men 
complete the staff working with 
C. B. Stephenson, vice president. 


Administrative Changes 
At Marine Trust Co. 


Three vice presidents were named 
to new responsibilities and six of- 
ficers designated administrative vice 
presidents in recent staff changes 
at the Marine Trust Co. of Buffalo, 
IN... 2s 

Vice presidents advanced were 
Joseph G. Fischer to first vice presi- 
dent, Albert L. Sanderson and 
Francis A. Smith to executive as- 
sistants to the president. 

Appointed to administrative vice 
presidencies were August G. Hasel- 
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bauer, in charge of operations; 
Thomas Keator, investment secu- 
rities; A. Clinton Livingston, trusts 
and estates; Albert G. Stroman, 


mortgages and real estate; Oliver | 


A. Weppner, in charge of loans; and 
Alva L. Dutton, in charge of the 
Main-Seneca office. 


Fidelity Trust Elections 


Two vice presidents and three 
trust officers were named in recent 
elections at Fidelity Trust Co., 
Pittsburgh, Pa. 


Roy A. Cappe and H. Warren | 


Edwards both possessors of long 
service records with Fidelity were 
advanced to vice presidencies. 
Henry W. Wickenhiser, Paul D. 
Remington and Don Rose, Jr., were 
promoted to investment officers. 


Walter E. Mitchell received a 
double boon at the National Bank 
of Commerce, Seattle, Washington 
a short while ago. Being an enthu- 
siastic student of Alaskan affairs, 
Mr. Mitchell welcomed the oppor- 
tunity to succeed the late Foster L. 
McGovern as manager of the Alas- 


ka department, as well as a pro- | 
motion to an assistant vice presi- 


dency. 


Thomas C. Boushall 
Honored 
Thomas C. Boushall, president of 


The Bank of Virginia, has been 
appointed by Governor William 


M. Tuck to serve on the advisory | 


council on the Virginia Economy 
for a two-year period. 

The council is composed of exec- 
utive officers of the State Depart- 
ments of Agriculture, Conservation, 
Education, Health, Highways, La- 
bor, Planning, 
Compensation, and 45 members 
from the State at large. 

The purpose of the council is to 
encourage and improve economic 
conditions in the state by assisting 
in every way to make it possible 
for the individual to raise his in- 
come and thereby provide an eco- 
nomic climate that will further 
encourage the happiness and pros- 
perity of the people of Virginia. 


National Shawmut Bank of Bos- | 


ton, Mass., has elected John Wallace 


an assistant trust officer. Mr. Wal- | 


lace joined the Shawmut in 1936 as 
a member of the investment re- 
search department. 


Unemployment | 
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Central Nat‘l, Richmond, 
Appoints Executive V. P. 


In addition to heading its invest- 
ment and lending division, W. 
Harry Schwarzchild, Jr., recently 
elected executive vice president, 
will also administer general super- 
vision of all departments at Cen- 
tral National Bank, Richmond, Va. 

By virtue of his election, Mr. 
Schwarzchild becomes senior vice 
president of the bank and chief 
assistant to the president. He joined 
the Central National in 1931 as 
head of the bank’s investment de- 
partment after serving a number of 
years with the J. & W Seligman Co., 
investment bankers of New York. 

Also advanced at the bank was 
Howard E, Gill, former assistant 
vice president, promoted to vice 
president. Mr. Gill, an assistant vice 
president since 1942, joined the 
staff of the Central National in 
1916. 


Former assistant vice president 
J. H. Steensen, of the Beverly Hills 
office of the California Bank, Los 
Angeles, Calif., has been elected a 
vice president. He will continue to 
be associated with W. F. Brandt, 
vice president, in that office. 


John T. Seaman who has served 
the Continental Bank & Trust Co., 
New York, since 1931 as auditor 
and more recently as comptroller, 
has been elected a vice president. 
In the same election, Royal M. An- 
derson was made an assistant sec- 
retary. 


The trust department of the 
Wachovia Bank & Trust Co., Ra- 
leigh, N. C., recently welcomed a 
new member, Samuel R. Leager, to 
its staff. Mr. Leager, formerly as- 
sociated with Albert Coates in the 
Institute of Government work at 
Chapel Hill, was named real estate 
consultant for the bank. His new 
territory will be eastern North 
Carolina. 


Henderson, Central Bank 
Executive Vice President 


Donald W. Henderson, versatile 
officer of the Central Bank, Oak- 
land, Calif., shed the roles of vice 
president, cashier and _ treasurer 
recently to accept promotion to an 
executive vice presidency with the 
bank. 

In Mr. Henderson’s place as 
cashier and treasurer will be Ru- 
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dolph Nolthenius, former West 
Coast bank examiner and inspec- 
tor who returned recently from 
banking business in Manila, P. I. 
Directors also promoted Howard 
S. Williams to assistant cashier and 
manager of the credit department. 


J. D. Perry, Vice President 
Citizens National of L. A. 


Citizens National Trust & Sav- 
ings Bank of Los Angeles, Calif., 
recently elected John D. Perry, 
widely known in 
banking and 
business ___ circles 
of this country, 
vice president of 
the bank. 

Mr. Perry has 
spent most of his 
life in banking, 
following in the 
footsteps of his 
grandfather, one 
of the founders 
of the Mississippi Valley Trust Co. 
of St.Louis, where he was employed 
on his graduation from high school. 
He later sold commercial paper for 
the New York firm of Bayne-Hine 
and Co., and was made manager of 
their St. Louis office. 

At the end of World War I in 
which he served as an officer, Mr. 
Perry joined the National City Co. 
of New York, selling securities for 
them in the Southwest. 

He then joined the staff of the 
Chemical Bank of New York as 
their Western representative, and 
after establishing that institution’s 
Chicago office, he moved to New 
York where he had charge of that 
bank’s credits and development 
work from Detroit to the Pacific 
Coast, remaining with them for 20 
years. 


John D, Perry 


F. L. Pell, Jr. Promoted 
By Philadelphia National 


The election of Francis L. Pell, 
Jr. as a vice president has been an- 
nounced by The Philadelphia Na- 
tional Bank. 

Mr. Pell was with the Corn Ex- 
change Bank Trust Company, New 
York City, for twelve years, and 
prior to joining the Army Air 
Forces in 1942 was manager of the 
36th Street office. 

Other appointments included 
that of Harold W. Wallgren ‘as an 
assistant vice president; G. Edward 
Cooper as assistant vice president 
and comptroller, and Walter F. 
Smith as an assistant cashier. 


Convention Of Bank 
Women 


The twenty-fifth annual conven- 
tion of the Association of Bank 
Women will be held at the Clar- 
idge Hotel in Atlantic City, New 
Jersey, September 26-27-28, pre- 
ceding the A.B.A. convention, it 
is announced by Miss Willa Riley, 
assistant vice president of the 
Florida National Bank of Jackson- 
ville, Florida, and president of the 
national association. It will feature 
speakers of national repute and 
provide recreation and fellowship 
with A.B.W. members throughout 
the country. 

Mrs. Nancye Blackwell Staub is 
general chairman of the conven- 
tion. Mrs. Staub is assistant secre- 
tary and assistant trust officer of 
the Morristown Trust Company, 
Morristown, New Jersey, and for- 
mer editor of The Woman Banker, 
official publication of the associ- 
ation. 


Bank Of America 
To Open Tokyo Office 


Vice President Tom B. Coughran 
of the Bank of America’s Interna- 
tional Banking department has 
been sent to Japan to make physical 
and operating arrangements for a 
branch in Tokyo. 

A permit to open the branch 
which will begin operating as soon 
as possible, has already been issued 
by the Federal Reserve Board. 

With Japan scheduled to be 
opened up to private trade August 
15, the bank’s desire, according to 
L. M. Giannini, president, is to pro- 
vide facilities on the spot for the 
financing of import and export 
trade. 


Central Trust Co., Cincinnati, 
Ohio, recently announced the elec- 
tion of Andrew G. Beck as assistant 
cashier. 


Thesis On Term Loans 
Makes “Herb” Prochnow 
A Doctor 


Herbert V. Prochnow, vice presi- 
dent of The First National Bank of 
Chicago, received his Doctor of 
Philosophy degree from North- 
western University on June 18. Mr. 
Prochnow’s thesis, culminating his 
work for this degree, is entitled 
“Term Loans in Practice and Their 
Place in Banking Theory.” 
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Latin-American BANKS 


are listed in the Blue Book 


Trade between the United States and Latin 

America has skyrocketed—an expansion which should not only be 

maintained but will probably increase in the immediate future. And 
increased trade means increased banking. 

For complete accurate information on Latin American 

banks, check with the Blue Book. Here you will find all banks for all 

foreign countries, listed alphabetically by countries, with official per- 


sonnel and statements where available. 


Rand M*Nally BANKERS DIRECTORY 


THE WORLD'S STANDARD BANK REFERENCE FOR 75 YEARS 
536 South Clark Street 
Chicago 5, Illinois 


August, 1947 





Third National, Nashville, 
Names Vice President 


J. W. Durrett, an assistant vice 
president since January 1943, has 
been elected a vice president of the 
Third National Bank in Nashville, 
Tenn. 

Mr. Durrett, a director of Robert 
Morris Associates, came to the Third 
National in 1938 in charge of the 
credit department He is also chair- 
man of the activities committee of 
Southeastern Chapter of the Asso- 
ciates. 


Election of Edward J. Wilson as 
vice president and cashier has been 
announced by the Liberty National 
Bank & Trust Co. of Savannah, Ga. 
Mr. Wilson came to the Liberty 
from the First National Bank & 
Trust Co. in Macon, Ga., where he 
had served as assistant vice presi- 
dent. 


Tradesmens Nat'l Names 
J. M. Large To New Post 


James M. Large, former vice 
president, has been named to fill the 
newly created office of executive 
vice president at the Tradesmens 
National Bank & Trust Co., Phila- 
delphia, Pa. 

Mr. Large joined the Tradesmens 
in 1928 and with the exception of 
four years in the navy in World 
War II, has served the bank ever 
since. 

Other officers advanced under the 
same board action were: A. F. 
Hauck, former assistant vice presi- 
dent, promoted to vice president; 
Harold Entwisle, George W. Geuder 
and Fred A. Stocker, elected assist- 
ant vice presidents. 


John Adrian Larkin, vice chair- 
man of the board of Celanese Corp. 
of America recently was elected 
chairman of the board of Fulton 
Trust Co. of New York. 


Research Officer For 
Mercantile-Commerce 


The appointment of John B. 
Payne as director of research of the 
Mercantile-Commerce Bank and 
Trust Co., St. Louis, Mo., has been 
announced by Gale F. Johnston, 
president. 

Mr. Payne comes from New York 
where for some 17 years he served 
as advisor on management to the 
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Policyholders’ Service Bureau of 
the Metropolitan Life Insurance 
Co. In addition to counseling busi- 
ness executives on their manage- 
ment problems, he conducted sur- 
veys and prepared management re- 
ports for publication. 


New Vice President 
For State-Planters 


Allan H. Grundy, newly elected 
vice president in charge of the 
Hopewell branch of the State- 
Planters Bank & Trust Co., Rich- 
mond, Va., can point with pride to 
24 years of service with the same 
bank. 

Beginning as a bookkeeper with 
State-Planters in 1923, Mr. Grundy 
has since served as assistant cash- 
ier, and an assistant vice president 
before being named recently to 
succeed W. Harwood Gilman, re- 
tired, as resident vice president. He 
is also president elect of Richmond 
A.I.B. Chapter. 


Preston D. Brenner, active in the 
title business for the past 37 years, 
recently joined the staff of the 
Land Title Bank & Trust Co., Phil- 
adelphia, Pa., as title officer. He 
is at present a vice president of 
the Pennsylvania Title Association, 
and a director of the West>Phila- 
delphia Federal Savings and Loan 
Association. 


Election of John M. Winter- 
botham, Jr., as vice president has 
been announced by The First Na- 
tional Bank of Galveston, Tex. 


Heads Correspondent Bank 
Division For Commercial 
National Of Peoria 


Robert C. Humphrey of the 
Commercial National Bank of Pe- 
oria now has complete charge of 
that institution’s Correspondent 
Bank Division. At the time of as- 
suming this new responsibility he 
was made an officer. Bob Humph- 
rey has been with the Commercial 
National Bank since his release 
from the Navy. Before enlisting in 
the Navy, he was employed by the 
Continental Illinois Bank and 
Trust Company of Chicago. 


Kenneth L. Van Sant, former ad- 
ministrative assistant with the Chi- 
cago Association of Commerce and 
Industry, has joined the staff of the 
Chicago Terminal National Bank. 
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Accurate Time Control 
for Banks 


IBM Time Stamps provide banks with printed time 
records of the exact minute of receipt and dispatch of 
important papers. Responsibility is established for the 
handling of all transactions, such as receipt and’ pay- 
ment of notes, the handling of stock exchange dealings, 
and the entry and departure of safe deposit box lessees. 

IBM Time Stamps may be incorporated in an IBM 
Electric Time System, in which Attendance Time Re- 
corders, Indicating Clocks, Time Stamps, and other 
time units are controlled accurately to provide correct, 
synchronized time throughout your bank. The Time 
Stamps are available for either direct or alternating 
current. 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


Proof Machines °* Electric Punched Card Accounting Machines 
and Service Bureau Facilities * Electric Typewriters 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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